Che feed 


Service, the Key 


Service is the key which, if 
properly used, will lock the 
door against all malicious slan- 
der which has been directed 
against the feed dealer and 
sound the death-knell of the 
car door distributor and _ his 
direct selling confederate a- 
mong the manufacturers and 


jobbers. 

“The feeder must have dealer Vw a 
service,’ was the optimistic \ 
‘spirit of the Mutual Millers hy 
learning every day that they % 

need feeding service of the type 
that cannot possibly be given ( 
by those who peddle feed from | 


a car door. 
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Quality and 
Service 
ata 


Reasonable Price 


Form an Unbeatable Combination 


MINNEAPOLIS MILLING CO. 
MINNEAPOLIS, MINN. 
$04-908 FLOUR EXCHANGE 


OUR WISCONSIN PEPRESENTATIVES 
WILL GLADLY SERVE YOU 


W. H. MANN, Oconto, Wis. 
©. E. ROOTH, Minneapolis, Minn. 
L. D. CRANE, Chippewa Falls, Wis. 


J. S. DOUSMAN, Antlers Hotel, 
Milwaukee 


CRUDE 
MAXIMUM RUDE Faye 16. oy 
ARBONYOR AOE Flare 3.5% 
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Profitable Elevator Management 
Depends on a Quick, Reliable Source of Supplies 


en can't always tell in advance when trouble comes and you need 

supplies and repair parts quickly. But you can have these needs 
quickly filled--when you order from Strong-Scott. Here you have access 
to the largest and most complete stocks in the Northwest. 


It pays to keep our latest catalog on hand. May we send you a copy? 


Superior D. P. Cups Increase Elevator Capacity 


Without changing anything but the cups you can increase your 
elevator capacity 20%. Superior D. P. Cups can be placed closer on 
the belt. They discharge perfectly. USE THESE BETTER CUPS. 


Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. eter 
In Canada: The Strong-Scott Mfg.Co.Ltd:-Winnipeg Sc OT) 


CORN CORN CORN 


Every feeder needs corn and dealers can 
make real money handling our choice old and 
new corn this year. We have good corn avail- 
able for immediate and deferred shipment now. 
Good corn is scarce this season. Write for 
samples and prices. 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE and MINNEAPOLIS 


Operating Elevators At 
MILWAUKEE, MINNEAPOLIS, TELEPHONE 
WINONA and RED WING, MINN. BROADWAY 5600, MILWAUKEE 
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Save 
Money 


We offer the 
Lowest Prices 
Consistent 
with 

Good Service 


Large Warehouse 
Facilities And 
Complete Stocks 
Enable Us To 
Excell In 

Prompt Shipment 
Of All Grades Of 
Mill Feeds 

Either Straight or 
Mixed Cars 


Take advantage of the large 
and efficient E. S. Woodworth 
& Co.. organization. With 
our elevator, warehouse, com- 
petent men in every depart- 
ment on the Chamber of Com- 
merce trading floor, intimate 
association with mills both local 
and outside of Minneapolis, no 
firm can serve you better. 


We Would Be 
Pleased To 
Serve You 


Woodworth 
Company 


MINNEAPOLIS, MINN. 
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BUY THE BEST 


ARCADY DAIRY FEED 


16% Protein 


“The Old Reliable 16% Feed” 


AND 


Full Line Arcady Wonder Feeds 


MADE BY 


ARCADY FARMS MILLING COMPANY | 
CHICAGO, ILL. | 


SOLD BY ALL GOOD DEALERS 


It’s THE COD LIVER OIL 


(in the mash) 


THAT MAKES ’EM GROW 


ALES Chick Starter Mash is a money-maker for all 
dealers who handle it, because it satisfies there cus- 
tomers and is a big repeater. 


It’s Hales Chick Starter Mash season now and if you want 
your: share of the profits to be made handling Hales Mash 
write at once for dealers proposition, prices and samples. 


Hales Chick Starter Mash contains Cod Liver Oil, the sun- 
light food. Cod Liver Oil supplies Vitamines A and D, 
which every poultry man knows 


Ba ‘ are necessary for early development 
f and greater resistance to the com- 
mon diseases. 
NW 
wee 
( . HALES MILLING Co. 
\ a A . FIRST AVENUE VIADUCT AND LAKE ST. 
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What’s In The Feeds You Sell? Whyr 
Knowledge Speeds Sales 


Bigger Profits Await All Dealers Who “Know Their Onions” 
Salesmen Deserve And Earn More Money Than Mere Order Takers 


me three bushels of 
shelled corn for the chick- 
ens, Tom,” said a farmer 
friend to a dealer in a middle western 
town. “Why corn, Jim? Why don’t 
you try that good we sell? 
It’s doing wonders for others”, replied 
the dealer. 

Jim spat viciously at the dusty cor- 
ner, rolled his chew to the other cheek 
and replied: “Well, we've always fed 
nothing but corn and we get good 
results.” 

Too Many Order Takers 

There the talk stopped and Jim drove 
home with the three bushels of corn in 
the back of the wagon. But it should 
not have stopped there! Too many 
dealers are merely order takers rather 
than salesmen because they do not 
know enough about the feeds they 
carry in stock and what results are 
being obtained with them. 

Jim would have been interested—any 
feeder would have been interested if his 
dealer-friend had been able to show 
him how to get more eggs at less cost 
or how to produce pork or beef at a 
lower cost per 100 pounds of grain, 
or how to get more milk from dairy 
cows and more power from work 
horses. 

Hen and Factory Compared 

The chances are that Jim has never 
thought of a hen as a factory—a fac- 
tory which needs certain elements to 
make the yolks, others to make the 
whites, and still others to build muscle, 
feathers and bone. When this is point- 
ed out it is not difficult for him to rea- 
lize that grain alone might not pro- 
vide all the elements necessary for 
best egg production. He knows corn 
and grain are fattening—it fills the 
hogs right out in no time, and he 


knows a fat hen is not the best type 
of layer. 

The dealer doesn’t have much trouble 
these days about getting a hearing 
when he talks about more profits 
through balanced feeding. The county 


HIS is the second of a 

series of articles, prepared 

especially for The Feed 
Bag, on the subject of better 
merchandising for the ‘retail 
feed dealer. The next article 
will appear in an early issue 
and will cover the value of giv- 
ing service to the feeder and 
why feed lot selling pays. 


agents and bulletins have done and are 
doing their work well, and the feeder 
knows a lot more about feeding today 
than he did several years ago. The 
dealer who doesn’t know all about the 
feed he sells and why it produces cer- 
tain results, is very likely to find him- 
self trying to sell men who know more 
about feeding than he does. 
Ignorance Hinders Sales . 

One dealer was selling a well-known 
feed for dairy cows which contained 
alfalfa meal, molasses, etc. It was a 
replacement feed that had secured won- 
derful results right in his own locality 
in the shape of increased milk profits. 
Both legume (alfalfa and clover) and 
carbohydrate (timothy) hay were be- 
ing raised in the neighborhood, and 
this dealer was instructing his custom- 
ers to feed the same amount of his feed 
with any kind of hay. His business 
did not grow, and the district sales 
manager for the company came to see 
him about it and found out how little 
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he knew about the feed he was sell- 
ing. This was soon corrected and his 
business jumped to real proportions. 

There are several ways of learning 
more about the feed you sell. The 
sales literature put out by the feed 
manufacturer is a mighty good source 
of information. Most dealers think 
they are too busy to read it thoroughly 
and thus miss many good suggestions 
which would help them 
sales. 


make more 
Some larger manufacturers hold 
sectional conventions in various parts 
of the country and a few days spent 
at such a convention will give the aver- 
age dealer plenty of new selling am- 
munition and be very profitable to 
him. 
Manufacturers Sales Schools 

Sales schools of two or three weeks 
duration are also held by certain man- 
ufacturers, where interesting classes on 
feeds and feeding are conducted by 
practical expert instructors. Not only 
will the dealer learn more about the 
feed he is selling at these schools but 
he will learn more about how to sell 
it. The time spent at such schools is 
the very best kind of investment for 
almost invariably the dealer is able to 
increase his sales considerably. 

Correspondence schools are also of- 
fered for dealers and their employees, 
which are very instructive. It will cer- 
tainly pay you to find out about these 
various ways of securing more infor- 
mation about the feeds you sell and 
how to sell them and to take advan- 
tage of every opportunity. 


E. J. CRANE, well known Wiscon- 
sin feed dealer with headquarters at 
Chippewa Falls, spent some time in 
Florida recently, returning to resume 
his business duties January 18. 
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Sussex Dealer 


On CASH BASIS 


NOTHER Wisconsin firm has 
A determined to get in step with 

other progressive feed dealers 
of the United States and hereafter will 
sell all flour, feed, grain, poultry sup- 
plies, etc., on a cash basis. This firm 
is the Sussex Co-operative Co., Sussex, 
Wis. D. H. Richardson is the mana- 
ger. The new policy became effective 
February 1, at which time all charge 
accounts were permanently discontin- 
ued. Text of the Sussex Co-operative 
Co. letter of announcement, dated Jan- 
uary 29, follows: 

“The Sussex Co-op. Co., was organ- 
ized for but one reason—to give the 
people of Sussex and vicinity, the best 
in quality for the least money. 

“For years we have earnestly tried 
to do that very thing, but in carefully 
checking over the business, your direc- 
tors find this—that in any business— 
lke your own company—where a gen- 
eral credit business is done or a book 
account carried—rock bottom prices 
absolutely impossible. 


are 
Book accounts 
cost money and we find that the book 
account of the Sussex Co-op. Co.,— 


Puts Business 


interest on borrowed 
money which is reflected in our book 
account—say nothing of losses, as well 
as other expenses connected, costs us 
approximately $75,00 per month. Your 
directors feel that the cost of this book 
account to your company is unneces- 
sarily spent—that if the book account 
were done away with, we could come 
much closer to the ideals under which 
this company was organized. 

“We have in addition also felt—that 
the’ man who comes regularly and 
pays cash is justly entitled to a better 
price than the man that asks us to 
carry his account. Two prices—a cash 
price which naturally should be lower 
and a credit price—are unsatisfactory. 
One price to all at the lowest margin 


considering 


above cost appeals to us much more. | 


“Your directors have also felt—in- 
asmuch as this Company was organ- 
ized for the benefit of all—and since 
there is no personal gain—that it is 
more or less an imposition to ask us 
to be held personally responsible and 
individually sign notes for all money 
borrowed by our company. We bene- 


fit no more than the average customer 
—and there is no reason under the sun 
why we should be asked to assume the 
risk and responsibility of this com- 
pany individually—when the benefits 
are for all. Doing away with the book 
account would give us ample money 
for the operation of our concern, and 
would relieve us of the above named 
responsibility. 

“So to eliminate these disagreeable 
features—your directors have decided 
that the business of the Sussex Co-op. 
Co., on and after Feb. 1st, 1927 shall 
be on a 


“STRICTLY CASH BASIS 


“In addition we have instructed our 
manager, Mr. D. Richardson, to im- 
mediately revise all prices and cut them 
to the lowest possible margin above 
cost—so that we may ail benefit—and 
that this Company may carry out the 
purpose for which it was created. 

“Your business is truly appreciated, 
and we hope under this new plan to 
make it more beneficial than ever for 
you to trade with us. Watch for our 
special price lists—and we feel certain 
that our plan will warrant your sin- 
cere co-operation.” 


T. J. LANE & SON, Edward, have 
purchased a feed mill at Brandon, Ia. 


_ WHEN PACKED 
BLUE RIBBON] 


Give Your DAIRY FARMERS MERS | 


supply in 


Fat 


Mix “half and half’’ 
or feed straight | 


the extra feeding value we 


Blue Ribbon. 
Average Analysis this season 


Protein 17.1% 


| NORTHERN MILLING COMPANY | 


WISCONSIN 


WAUSAU 
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P.S.—We are giving our dealers fine service. | 


BROOKS MILLING COMPANY | 


MINNEAPOLIS MINNESOTA 


| 
| 
| | DAIRY FEED | 
og BROOKS MILLING CO. | 
MINNEAPOLIS, MINS, 
INGREDIENTS 
OLD PROCESS LINSEED 
COTTON SEED MEAL WHEAT; 
GORN GLUTEN FEED 
ill | | 
: 
Page Six 


Dealer’s Right To Discharge Clerk 
Defined By The Law 


Merchant Can’t Be Abusive And Must Issue Courteous Directions 
Clerk Is Not Mere Machine, Needs Good Will Of Trade To Hold Job 


S a general proposition of law, 
A a merchant has the right to 

conduct his business according 
to his own judgment and it is the duty 
of his employees to follow instructions. 
It follows, that a failure of an em- 
ployee to obey orders may furnish 
ample ground for his discharge. 

However, a merchant should not lose 
sight of the fact, that even though he 
has ample cause to discharge an em- 
ployee, he may render himself liable 
in damage by the manner of discharge. 
In other words, while an employee is 
bound to obey the “reasonable” orders 
of a merchant, the latter is also bound 
to issue directions free from abuse and 
and in a courteous manner. 

Rules Generally Observed 

The application of the foregoing 
rules of store management are illus- 
trated in a number of well reasoned 
decisions. And while of course they 
are observed by the great majority of 
merchants, in dealing with their em- 
ployees, a brief review of a case in 
which they were held violated may 
not come amiss to even the best in- 
formed. 

A merchant directed a clerk to wait 
upon a particular customer. At this 
time, the store was crowded, and the 
clerk was showing goods to two other 
customers, and he did not immediately 
obey his instructions. 

Dealer Discharges Clerk 

This failure of the clerk to immed- 
iately obey the orders of the merchant 
resulted in an argument between them. 
Hot words followed, and the merchant 
discharged the clerk. The latter was 
employed under a contract that had 
some time to run, and he brought the 
instant action for damages for the un- 
expired part of his contract. 

Upon the trial of the case, the clerk 
testified that he did not refuse to obey 
his instructions and wait upon the 
customer pointed out, but that he re- 
plied that he would do so as soon as 
he had finished with the customer he 
had in hand. He then testified that 
the merchant displayed considerable 
temper, spoke to him in a rough man- 
ner, and the dispute between them fol- 
lowed. 

In defense, the merchant took the 


By Leslie Childs 


position that he had the right to im- 
mediate obedience on the part of the 
clerk, and that the failure of the latter 
to obey as directed amply justified his 
immediate discharge. These charges 
and counter charges then raised a 


HE last minute pressure 
(o of spot news made it im- 

possible for us to publish 
Mr. Child’s regular monthly ar- 
ticle in the January number of 
The Feed Bag. Several readers 
wrote and expressed the hope 
that we were not going to dis- 
continue the series entirely. Of 
course, we’re not! Mr. Childs 
is here with us again writing an 
interesting and instructive article 
defining a dealer’s right to dis- 
charge his clerk. You'll benefit 
by reading this article carefully. 


question of fact, as to whether the 
merchant was within his rights in dis- 
charging the clerk. 

The case was submitted to a jury, 
and the latter returned a verdict in 
favor of the clerk for the amount of 
damages he had suffered under his 
contract. The merchant appealed the 
case, and the higher court in reviewing 
the record said: 

The Language of the Court 

“It goes without saying that appell- 
ant [merchant] had a right to order 
appellee [clerk] to quit waiting upon 
one customer and wait upon another. 
He was the owner of the store, and 
had the right to adopt his own meth- 
ods of conducting the business. 
* * * The record, however, reflects 
a conflict in the testimony as to ap- 
pellant’s manner in requesting appellee 


to wait upon the new customer. 
Ok 
“Appellee testified that, * * * 


appellant got rough with him, and dis- 
charged him because he did not wait 


upon Vowell immediately; that hot 
words passed between them, * * *. 
We do not understand, from ap- 


pellee’s testimony that he refused to 
wait upon Vowell, but was simply try- 
ing to postpone the service for a few 
minutes out of courtesy to the other 
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customers; in other words, that no in- 
subordination was intended by him. 
Clerk is Not a Machine 

“A clerk is not a mere machine, 
and is usually employed and retains 
his position on account of his personal 
following. In order to retain the good 
will of the trade he must be courteous 
to all customers alike, and it would 
be impossible for him to maintain his 
good standing with them if his em- 
ployer were allowed to humiliate him 
in their presence. * * *” 

In conclusion the court affirmed the 
judgment in favor of the discharged 
clerk. Holding, in accordance with the 
language quoted above, that the case 
was properly submitted to the jury, 
and that the judgment rendered 
against the merchant for the wrongful 
discharge of the clerk would stand. 

Lesson in Store Management 

The foregoing case is one of force 
and value on the point involved, and 
constitutes an apt illustration of the le- 
gal rights of a merchant to give ord- 
ers, and the duty of an employee to 
obey. them. And, incidentally, when 
the language of the court is read with 
the facts in the case, a lesson in one 
phase of store management is empha- 
sized in a striking manner. 


F. KERN, manager of the Sparta 
Produce Co., attended a fruit jobbers’ 
convention at Chicago the third week 
of January. 


COURT IN ELEVATOR 
Clinton Times Observer, Clinton, 
Wis., recalls way back “when Justice 
Cronkhite heard nearly all of the crim- 
inal or civil actions either in the Snell 
building or at the grain elevator”. 


ATTENDS SILVER JUBILEE 

Many Wisconsin seedsmen were 
planning to attend the silver jubilee 
gathering of the Wisconsin Agricul- 
tural Experiment Association held at 
Madison, Wis., February 3. The jubi- 
lee was a feature of the annual Farm- 
ers’ Week of the College of Agriculture 
of the University of Wisconsin, at 
which many samples of seeds and 
grain were exhibited. 
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striped sacks 


Now, brightly-striped sacks make even 
more distinct the difference between 
these famous Quaker Feeds and other 
brands. 

They’re the same good feeds. Made to 
the same precise formulae, with the same 
scientific care, in the same clean mills. 


But, now your customers can tell at a 


glance, ‘‘This is a Quaker Feed... 
the content is clean, fresh and good 
. . it will do the work.” 


If you want to be a Quaker Dealer and 
enjoy the certain profit in handling these 
good feeds—and if you want to enjoy 
the advantages of buying all your feeds, 
and flour, from one source, write today to 


The Quaker Gals @mpany 


These three Quaker Dairy. feeds, with Quaker Sugared 
Schumacher, enable any dairy farmer to meet exactly 
the particular protein requirements of his region. For 
Schumacher is the nutritious carbohydrate feed; Boss 


Quaker Sugared Schumacher is the 
famous general-purpose carbohydrate 
feed upon which all kinds of livestock 
thrive. It is particularly valuable as 
a supplementary dairy feed; also for 
growing hogs and beef-cattle. Su- 
gared Schumacher is made by com- 
bining a high quality blended car- 
bohydrate feed with molasses by a 
special process producing a dry feed 
that is palatable and highly nourish- 
ing. Animals relish it. Sugared Schu- 
macher is now packed in BLACK- 
striped sacks. 
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Quaker Green Cross Horse © 
Feed is the same good feed 
it has always been. It isa 
grain and alfalfa feed 
sweetened with molasses. 
It contains the necessary 
minerals and the equally 
important vitamins. Now 
it is offered you in 
GREEN:-striped sacks. 
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is a 24 protein feed; Big Q, 20%; Quaker, 16%. From 
these the feeder can select a ration that balances perfectly 
with his home-grown roughage. These three protein 
feeds are now packed in RED-striped sacks. 


Get More Eggs! 
with Ful-O-Pep Egg Mash 


Ful-O-Pep Poultry Feeds, in their 
smart, blue-striped sacks, are gain- 
ing new users every day. Right now 
is a good time for your customers to 
start feeding Ful-O-Pep Egg Mash— 
it contains Cod Liver meal!—and get 
better eggs and more of them. And 
chicks hatched from these eggs will be 
the best producers, or market fowls, 
that you have ever seen. 


&§ CHICAGO, 4 U.S.A. 
&§ GEN ~ 
‘ — SS 


LET’S ALL 
CO-OPERATE rom their farmer friends and and patrons 

in their co-operative and community en- 
We believe all dealers who da so are making a 


terprises. 
mistake. 

As we write this editorial, we have particular reference 
to the grain and poultry shows which are now being held 
in many counties and cities. We subscribe to several 
newspaper clipping services throughout the country and 
the envelopes from these services are now filled with clip- 
pings of publicity which the newspapers are giving grain and 
poultry shows. We always read these clippings, but rarely 
do we find a feed dealer mentioned. 

The banks are always mentioned. The local newspaper, 
the hardware dealer, implement dealer and general mer- 
chant all share in the publicity given the show. Some- 
times they have contributed prizes, sometimes they have 
exhibits at the show and at other times they are members 
of the show committee. 

The feed dealer depends on the farmers for his living. 
He should consequently be interested in all farmer activities 
and especially any enterprises such as grain and poultry 
shows which should directly tend to increase the feed deal- 
er’s business. Get into the swing of things, Mr. Feed 
Dealer. Next time there is a grain or poultry show in your 
community, we want to hear that you were among those 
who helped make it a success. Don’t wait to be drafted. 
If you are not invited to help—volunteer. 


SERVE There comes a time in every man’s life 
AND SUCCEED when he must take inventory of himself. 

And the same thing applies to his busi- 
ness. 

There never was a time when the feed business needed 
more jerking-up than it does right now. , The progressive 
feed merchant can no longer merely buy and sell feed. He 
must render service. If he does not, the parade will pass 
him by. 

There are a hundred ways in which any feed dealer 
can offer service to his patrons and community. If your 
community does not hold a farmers’ institute—start in right 
there. A two-day institute is comparatively inexpensive. 
You can arrange a nice program, getting experts from your 
university at a very small cost. Your mills and jobbers will 
be glad to co-operate with you and such an enterprise will 


make your customers see that you are not only in business. 


to take their money but also to give them and the com- 
munity something in return. 

When you import good speakers, experts in their line, 
you are lining up your business on an expert basis. In 
addition, you will be surprised how much good you will 
personally get out of the proceedings. We venture to say 
that a mighty good farmers’ institute, lasting two days, 
can be put on for less than $100.00. We will be glad to 
discuss the matter with you either in person or by letter. 

If not an institute—why not a smalf community poul- 
try show and convention. Some communities have shows of 
this kind but if not, practically every business in your town 
will be glad to co-operate with you in the project. Your 
state university, your mill and jobbing connections, will 
also co-operate. We'll help, too, if you so desire. 

A barn dance, held right in your own warehouse, during 
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Too many feed dealers still hold aloof’ 


the season when your stocks are low is another mighty good 
proposition. Clear out the center of your warehouse and 
arrange your bags of feed and grain so that they can be 
used as seats. Hire a local orchestra for about $25.00. In- 
vite evorshoty in your community telling them that nothing 
but “old time” dances will be featured. You will get the 
crowd and eventually the business. 

Mr. Feed Dealer, let’s you and I take iiiiaaiaaie today. 
Let’s determine to be outstanding in our communities as 
recognized leaders in service work. Let’s offer a friendly 
service that cannot be equalled by any box car dealer or 
other petty competitor. It will pay big dividends. 


RURAL HOMES According to the latest survey of Com- 
USE FLOUR fort, national farm magazine, 99.4 per 
cent of its million subscribers bake all 
their own cakes. Readers of that farm magazine represent 
a cross section of the 50 odd million population of the United 
States which are daily served by home-baked goods. There 
is one field, certainly, in which the bakers, with their con- 
centrated flour buying policies, do not cut much of a figure. 
But the rural population (towns of 2,500 and less, in- 
cluding farms), is not the only part of the population with 
which home baking is popular. Peoples Popular Monthly, 
the largest small-town publication in the United States, re- 
ports that about 95 per cent of the homes into which it 
goes, are households served to a large extent by home 
baking. These homes, mostly in cities of 2,500 and over, 
mentioned in this magazine’s report, represent in turn a 
cross-section of at least half of the population remaining 
after the ruraf population is subtracted. 

And all is not well in the bakers’ big-city market. The 
sales of gas stoves and baking equipment in general for use 
in metropolitan areas, as reported by the Peoples Gas Com- 
pany, of Chicago, IIl., for example, is going along at a good 
rate. Residents of cities can handily get their baked goods 
from the delicatessen or bakery, yet frequently they find 
they “can do it better with gas”.—American Miller. 


A SURE WAY 
TO FAIL 


There are men, and enterprises conducted 

by men, who are so afraid of failure that 
‘their very attitude makes it impossible for 
them to succeed. It makes little difference what the propo- 
sition may be, the idea of these men is: “I don’t think I 
(you or we) can make a go of it”. 

It is hardly necessary, to remind readers of The Feed 
Bag that America was discovered by a man who took a 
chance. Columbus believed in himself, knew he was right, 
and went forward despite his doubting critics. He was 
listed as a failure, but today everybody knows he was a 
great success. 

Since 1492, everything that can be considered worth- 
while in this world has been accomplished by gther men 
who took similar chances. It is a moral coward who is 
afraid to give his best to anything which he believes worth- 
while just because the odds seem against success. And 
the meanest of these is he who hides his cowardice behind 
a cloak of superiority or indifference. 

We hope our readers will take this editorial to heart. 
Whether the project be association wark or a decision to 
conduct our business on a strictly cash basis, let’s not be 
cowards. He falls lowest who fails because he has not tried. 
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Poultry Income Would Pay 


Badger Farm Taxes 
By J. B. Hayes 


Wisconsin College of Agriculture 


rank third in Wisconsin as a 
source of farm income. Their 
annual value is preceded only by the 
incomes from dairy products and hogs. 
It exceeds the combined values of po- 
tatoes and tobacco, two of Wiscon- 
sin’s important cash crops. 
The farm value of eggs produced 
in Wisconsin in 1925 is estimated at 
$29,000,000, and of poultry sold or 


P cent ni and poultry products 
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[HE sterling quality of Purina Chows is vigilantly 
safeguarded not only by practical tests in the 
field, but in the extensive analytic and research 
laboratories of the Purina Mills. Purina Chows 
must be profitable for farmers and dairymen. That 
is always the very first consideration. That Purina 
° Chows are profitable to the thousands of dealers 
handling them is simply the natural result of being 

able to supply farmers with rations that actually give 

them more milk, eggs, pork and beef ata lower cost. 


PURINA MILLs 


ST.LOUIS NASHVILLE BUFFALO E.ST.LOUIS MINNEAPOLIS KANSAS CITY FORT WORTH 


slaughtered, $9,000,000 more. The total 
of the combined values, $38,000,000, 
was more than enough to pay the rural 
general property tax levy for the year 
of 1925. 
Wisconsin’s Climate Ideal 

There are several reasons why poul- 
try and egg production have forged 
ahead in Wisconsin. The cool sum- 


mers are ideal for the proper care and 
handling of eggs. 


Much less shrink- 
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age and rot is experienced under Wis- 
consin’s cool climate than would be 
the case if weather conditions were 
less favorable. This makes possible 
a better classification of eggs, and, nat- 
urally, a better market price for them. 
Wisconsin eggs are in demand. 
Shipping points within, or conven- 
ient to, areas of production, adequate 
transportation facilities to shorten 
time and distance between producer 
and consumer and good markets for 
poultry and eggs insure greater success 
for those who are interested in sup- 
plying fresh eggs to ready consumers. 
Production Costs Are Low 
Wisconsin is located in the area of 
lowest production costs. While food 
alone constitutes three-fourths of the 
total cost of producing eggs, much 
of the feed of the farm flock is picked 
up around the yard—food that might 
otherwise have gone to waste. - 
The poultry industry fits in nicely 


with diversified farming. It serves as 


another source of income and adds to 


the incomes derived from other farm 
enterprises. The attention required by 
the farm flock interferes very little, if 
any, with other farm operations. Rath- 
er, it seems to balance the work of 
the farm and round it out a little 
better. 
Fits in With Dairying 

In some respects there is a close 
similarity between the poultry and 
dairy industries. Both have many de- 
tails that must be cared for in the most 
careful manner. Attention to small 
matters is quite essential. And Wis- 
consin folks, because of their training 
in dairying, are well qualified to look 
after the details of poultry and egg 
production. 

The favorable adjusting of the sev- 
eral factors—this combination of cir- 
cumstances—as it were—is what makes 
poultry a profitable enterprise in Wis- 
consin. The gradual development of 
interest in poultry holds a bright prom- 
ise for the success of the industry in 
the future. 


MADDEN WITH BUERGER 


William R. Madden, Milwaukee grain 
man who is well known to the trade 
in the Central Northwest, is now as- 
sociated with the Buerger Commission 
Co., Milwaukee. Mr. Madden was as- 
sociated with the E P. Bacon Co., 
which recently suspended business, dur- 
ing the past fifteen years. He had 
special charge of rye, oats and corn 
receipts for the E. P. Bacon Co. The 
Buerger Commission Co. has been es- 
tablished at Milwaukee for over thirty 
years. Josef Mueller is president and 
treasurer. 


W and My" 


Eastern Federation To Celebrate 
‘Tenth Year Of Service 


Feed Dealers Offered Many Services By Veteran Association 
Entire Industry Profits By Organization's Progressive Work 


By Wilbur A. Stannard 


Secretary, Eastern Federation of Feed Merchants 


HE Eastern Federation of Feed 

; Merchants was ten years old 

in June. It started from a 
small local county association and grew 
fairly rapidly—especially during the 
war period when the feed business was 
in a state of turmoil. Frank C. Jones, 
then secretary of the association, was 
called upon to render extensive service 
on the Feed Control Board and be- 
cause of the very efficient manner in 
which he fulfilled his duties, many 
flattering comments have come back 
to us from those who were associated 
with him during the post-war days. 
Mr. Jones served the organization un- 
til his death in 1925, and for several 
months following his death no regular 
secretary was appointed. 

Stannard Succeeds Jones 

Because of my intimate business con- 
nections with Mr. Jones, who was a 
director of the Grain Dealers’ National 
Mutual Fire Insurance Company which 
I represent in this state, the board of 
directors asked me to take up his du- 
ties. First, I felt that this would con- 
flict too much with my regular work, 
but finally last April I acquiesced and 
agreed to assist them until the annual 
meeting in June. You are already fa- 
miliar with the tremendous sessions 
we had in Buffalo which were well at- 
tended and as a result I was asked to 
continue in office, and have served 
since. 

I am more familiar with the accom- 
plishments of the association since I 
became secretary. We began the pub- 
lication of our official magazine, the 
Feed Merchants Bulletin, which serves 
tc keep the members acquainted with 
the activities of the .Federation. This 
has met a very hearty response. It 
is furnished free to all of our members 
and its pages are open to them for 
discussion of any trade problems. 

Oppose Direct Selling 

Direct selling—that is, selling by 
manufacturers or jobbers direct to 
fermers and others who are not legiti- 
mate dealers, has been vigorously at- 
tucked by our organization, and we 
believe now that every manufacturer or 
jobber of good standing operating in 
this eastern section is heartily back of 


our program to place the legitimate re- 
tail dealers in a place of influence in 
every community. Complaints of di- 
rect selling are becoming less and less, 
and those that are investigated almost 
invariably indicate that a knowledge of 
the transaction was not had by the 
parties involved. 

I have been more than gratified with 
the very fair attitude taken by manu- 
facturers and jobbers regarding this 
matter, but that is as it should be for 
manufacturers and jobbers will only 
benefit as the retail merchants prosper. 

We have made a vigorous attempt to 
replace local court litigation by arbi- 
tration. Disputes and claims of our 
members are arbitrated, and if one of 
our members has a dispute with a non- 
member, we offer our arbitration serv- 
ice. 

Car Door Distribution 


We have vigorously opposed car door 

dealers believing that such system of 
distribution is entirely uneconomical 
and unsatisfactory. Many of our reg- 
ular members distribute a substantial 
volume of their feeds from the car door, 
but they maintain their warehouses or 
mills with a constant supply of feeds 
on hand to give service throughout 
the year. This is important to the 
farmers and the only system which 
will provide the farmers with a satis- 
factory service. We are gratified to 
find that car door distribution is becom- 
ing smaller and we believe that those 
who have favored it have found that 
our attitude is entirely sound and that 
the death knelt of this sort of selling 
is near. 
_ An examination of our records shows 
‘that our organization has been able to 
secure rebates of more than $30,000 for 
its members—all being done without 
resort to litigation. 


Sponsor County Clubs 

During the past year we have been 
developing a network of local organ- 
izations usually confined to a county 
or group of nearby counties. These 
are affiliated with our association and 
Lecause they can meet more frequently 
they add real strength to the program 
of the Federation. 
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We hold general meetings twice a 
year—an annual meeting in June, a 
mid-winter session in February. Right 
now we are planning for the February 
meeting. This will be held at Bing- 
hampton, N. Y., February 22 and 23, 
opening in the forenoon with a general 
business session to members by state 
officials and officers of the Federation. 
The afternoon will be given over to 
speaking and discussions of trade 
problems. 

Talk Greater Co-operation 

This will be along three or four gen- 
eral lines. Co-operation of feed deal- 
ers with state and federal supervisory 
authorities. Co-operation of the feed 
dealers with the farmers. Discussion 
to bring out the importance of assist- 
ing the farmer to larger profits 
through better feeding knowledge. 
Methods and systems that will aid in 
reducing operating costs and of better 
merchandising methods. 

I have already lined up Dr. E. A. 
Perregaux of the New York State Col- 
lege of Agriculture who will present 
the result of a survey made including 
70 retail dealers as to their method of 
doing business and their operating 
costs. This includes both privately 
owned and co-operative stores. 

Dr. C. E. Ladd, head of the Depart- 
ment of Extension of the New York 
College of Agriculture, will speak on 
the relationship of the feed dealer to 
the farmer and will stress the import- 
ance of the extension bureau and feed 
dealers working together for their 
common good and that of the farmers. 

Discuss Feed Tests 

Kenneth F. Fee, director of the 
Dairy and Food Bureau of the State 
Department of Farms and Markets, 
Albany, N. Y., will take up the system 
of his department in making feed tests 
and will explain carefully what hap- 
pens from the time the samples are 
taken until the penalties are meted out, 
if they are necessary. 

We are now lining up an expert ac- 
countant who has made a study of 
grain costs and who will present a 
sample system of accounting simple 
enough to be used in ordinary retail 
feed stores—yet complete enough so 
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that it will satisfactorily analyze the 
entire business. 

We will also have the representative 
of another larger association which has 
been. successful in meeting direct sell- 
ing. Plans and systems of that organ- 
ization will be fully explained. 

In addition to all of this we are 
booking six retail dealers who have 
made outstanding successes in some 
phase of their business. 

Banquet and Entertainment 

On the evening of the twenty-second 
a banquet is being planned at the Hotel 
Arlington which will be the headquart- 
ers of the convention. An attractive 
entertainment will follow the banquet. 
This will include an after dinner speak- 
er of unusual wit, several professional 
vaudeville acts and many musical num- 
bers. Already several of the manufac- 


turers have offered their services to 
make the wid-winter session a success. 


BIRKHOLZ BROTHERS, feed 
dealers at Markesan, Wis., have in- 
stalled a new hammer _ type 
grinder. 


H. O. HALVERSON, representative 
of the Purina Mills, St. Louis, has 
moved his home and_ headquarters 
from Manitowoc to 221 Fifth street, 
Baraboo, Wis. 


P. A. LEE, secretary of the North 
Dakota Farmers Grain Dealers’ Asso- 
ciation, is now making plans for the 
annual convention of his organization 
which will be held at Fargo, N. D., 
March 1-2-3. 


For Dumping Feed, Grain or Coal 


EIL Underneath Hand Hoist units, with body and hoist 
+ + complete, are an inexpensive means of making your 
light duty motor truck into a labor-saving and profit-making 


dump truck. 
gravel, etc. 


Ideal for hauling feed, grain, coal, sand, 
Easy to mount. 


Ready for immediate delivery. 


Send for Bulletin 161 and Prices. 


He HEIL co. 


1345 Montana Ave. 


Milwaukee, Wis. 


Factory Branches: Chicago, Boston, Philadelphia, New York 
Mfgrs. Steel Dump Bodies, Truck Hoists and Steel Tanks 
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Madison Family Prominent 
In Feed Industry 


The Alex Sinaiko family of Madison, 
Wis., is one of the many Badger state 
families which have become active in 
the feed and milling business and have 
extended in recent years so that their 
activities now embrace several states. 
Some families have taken several years 
for this expansion but the Alex Sinai- 
ko family has done it all since 1904. 

Alex Sinaiko, the father, who con- 
ducts a retail and wholesale: flour, feed, 
grain, hay, sugar and produce business 
at Madison, Wis., immigrated to Amer- 
ica from Russia in 1904. Mr. Sinaiko 
had been proprietor of a rural flour 
mill in Russia prior to his coming to 
the United States. He hoped to be 
able to continue in the same business 
in this country, but when he settled in 
Madison he decided to sell flour rather 
than grind it. 

Mr. Sinaiko almost immediately es- 


‘tablished a large trade in his locality 


and is still active in the business, al- 
though his second son, Isaac, has now 
taken some of the burden of the busi- 
ness from him. Isaac started working 
with his father at their warehouse while 
he was attending the University of 
Wisconsin and in 1922, upon his return 
from the war, he started devoting his 
entire attention to the business. 

Alex Sinaiko has two other sons, 
also graduates of the University of 
Wisconsin, in the feed and grain busi- 
ness. Joe Sinaiko, the oldest son, 
started working with his father in 1916 
and in 1921 moved to Cedar Rapids 
where he formed the Iowa Milling Co., 
of which he is now head. The Iowa 
Milling Co. manufactures a complete 
line of feeds and also does a large 
grain business. 

Another brother, Herman, worked 
with his father while attending the uni- 
versity and full time during one year 
while Isaac was in the service. Upon 
graduating from the University of Wis- 
consin he went east where he had .a 
good position in the contracting busi- 
ness, but the call of his father’s trade 
proved too strong, and in 1924, he or- 
ganized the Minmesota Feed Co., at 
Minneapolis. The Minnesota Feed Co. 
manufactures a sweet dairy ration and 
does a large jobbing trade in mixed 
cars of feed and feeding commodities. 


JAMES C. RICKEL has succeeded 
E. M. Kellogg as manager of the Far- 
mers Co-operative Elevator Co., Anita, 
Ta. 


E. E. BELDUS has purchased the 
Emil Wegner feed mill at Hutchinson, 
Minn. 
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Rubbing Elbows With Farmer Urged 
To Combat Trade’s Knockers 


Mutual Millers and Feed Dealers Have Fine Meeting At Buffalo 
Cornell Charts Show Average Dealer Makes Only 8.5% On Capital 


By E. C. Spencer 


Buffalo Representative, The Feed Bag 


NE of the most startling facts 
O brought out at the Buffalo 

meeting of the Mutual Millers 
and Feed Dealers, Friday, January 21, 
was that the average dealer makes only 
8.5 per cent on his in- 


vested capital. The fig- 


from the bank, it certainly is not ad- 
visable for the dealer to take the risk. 
He cited as an illustration, the cash 
and carry grocery stores, which almost 
revolutionized the grocery business of 


ber, an average of 87 per cent reaching 
the climax in April when the average 
was found to be 135 per cent of nor- 
mal. A gradual decline in May reached 
its climax in October when it fell to 
83 per cent of normal. 


ures were presented by 
Dr. E. A. Perregaux of 
the extension depart- 
ment of Cornell Univer- 
sity, who gave a graphic 
and interesting talk on 
operating costs of ‘a re- 
tail feed store, using 
charts to illustrate his 
points and figures. His 
survey was made among 
70 retail feed stores in 
the east, some privately 
owned and others co-op- 
erative stores. Wheth- 
er they were privately 
owned or co-operative 
was made clear in his 
charts, and it was re- 
vealed that the private- 
ly owned store was on 
the average, most suc- 
cessful. 


books. 


orders. 


Important to Farmers 


“Operating costs of 
the feed store is as im- 


Convention Paragraphs 


It costs the feed dealer 13.4 per cent to carry credit on his 


It would cost only 6 per cent at the bank. Send the 
farmer to the bank. 


Service to our trade is as essential to success as service of 
the family man to his wife and children. 


If we wantjto win and {keep the confidence” of our trade it 
is absolutely necessary to keep step with the improvements 
and progress in the business. 


Delivery service is an expensive overhead and should not be 
too seriously considered by the dealer in taking care of small 


“‘Quality Feed, Adequately and Fairly Priced’’ should be 
the slogan of every feed dealer who wishes to serve his trade. 


The only way to beat car door selling is to render service 


that cannot possibly be given by the maker of feeds who by 
peddles from the car. 


Direct shipping is hurting the jobberibecause it hurts the 
dealer and it is decidedly injurious to the manufacturers of 
advertised feeds. 


It was found that the 
smaller stores carried 
longest credit terms, 
averaging four months. 
Stores capitalized for 
over $100,000 averaged 
credits of 70 days stand- 
ing. 

Smith Discusses 
“Service” 

Time and effort ex- 
pended by the feed deal- 
er in giving his trade 
service, is well spent, ac- 
cording to C. A. Smith, 
dealer. of Gerry, N. Y., 
who was the first speak- 
er on the morning pro- 
gram. His topic, which 
had been chosen for him 


the secretary was 
“Service”. Mr. Smith 
knows much of the 


meaning of this work 
and has built up a very 
successful retail busi- 


portant to the farmer as it is to 
the dealer’, Mr. Perregaux declared. 
“It is the service rendered that nat- 
urally raises the operating costs, and 
it you did not render this service, some 
one else would, perhaps the farmer 
himself, and it would cost him more in 
the long run than it does the dealer. 

“For instance it costs the feed deal- 
er, according to the Cornell survey, 
13.4 per cent to carry credit on his 
books. It would cost only 6 per cent 
at the bank, and it would be cheaper 
to send the farmer to the bank to get 
the money.” 

Cash Basis Urged 
He urged dealers to educate the 


farmer to pay cash. He illustrated his. 


point that it is not only uneconomical 
to the dealer to carry credits, but it is 
also uneconomical for the feeder. 

He told the dealers that in the case 
of the farmer who can not secure credit 


15 and 20 years ago. With regard to 
allowing cash discounts, he said, it was 
almost a purely local proposition. It 
depends upon a man’s class of trade, 
whether he should add to the cost of 
feed when extending credit or allow 
a reduction in his price for cash. 

Car door feed business was- appar- 
ently the most interesting problem be- 
fore the dealers. Mr. Perregaux said 
he hoped to make a thorough study of 
this condition. 

Seasonable Variation Slight 

He gave interesting figures on the 
average capital and stock turnover, av- 
erage days of credit carried, the sales 
per dollar invested in land and build- 
ing, sales per unit man and the returns 
cn capital. His chart proved the sea- 
sonal variation in the feed business 
was slight in comparison with many 
cther lines of business. It showed 
that the seasonal rise starts in Novem- 
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ness in  two_ years’ 
time, largely because of the service 
he offers the farmer. “Service to our 
trade is as essential to success as serv- 
ice of the family man to his wife and 
children”, he declared. 

“A farmer frequently comes to my 
mill with his problems. He tells me 
his troubles and I am never too busy 
to hear them. We are glad to hear 
the feeding problems of the farmer. It 
gives us something on which to base a 
study, and our knowledge is increased. 
On the other hand, we get information 
on feeding that the farmer does not 


. get, and we are able to hand him this 


information, arriving at a solution to 
many of his problems. In this way 
we win the confidence of the farmer. 
He cannot keep this confidence to him- 
self, and he tells his neighbor about 
it. In this way our trade develops. 
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Not only do we keep our old custom- 
ers, but we are continually finding 
new ones. 

Visits Patrons on Farms 

“I often call on the farmer, informal- 
ly of course. We talk about various 
things and finally get to talking busi- 
ness. I give him the benefit of my 
knowledge of feeding and in that way 
win his confidence, at the same time 
assuring myself of his trade. It is not 
unusual for me to find the farmer in 
the field. I look him up. If he is on 
the plow or tractor, I ride around with 
him. He does not find it necessary to 
stop work to chat with me. 

“T am willing to wager that no one 
could go into my field and take from 
me the trade that I have built up in 
this way. Before these farmers would 


buy from someone else, they would un- 
doubtedly come to me, and ask me 
what I thought of such and such a 
brand of feed, and what I knew about 
this other fellow. 
Constant Study Necessary 

“You can talk about, rendering serv- 
ice to the feeder but you can’t do any 
man good until you get under his skin. 
Don’t talk over his head. I get a lot 
of good out of my talks with the farm- 
ers, getting their points of view. We 
should never stop studying the feed 
business. If we want to win and keep 
the confidence of our trade it is abso- 
lutely necessary to keep step with the 
improvements and progress in the busi- 
ness.” Mr. Smith suggested the dealer 
spend at least four or five hours a 
week among his farmers. Time spent 


was placed on the market, in 
1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 


preciated. 


BIG JO is not a 
popular priced Brand. 


It is 


popular only because of its 


superiority, not price. 


It is 


high priced, but it is economy 


to use it. 


BIG JO 


SELLS BEST BECAUSE 
IT IS BEST. 


MADE BY 


COMPANY 


WABASHA, MINNESOTA 
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that way comes back many fold. De- 
livery service he added, is not a neces- 
sary attribute to winning the farmer’s 
confidence. It is an expensive over- 
head and should not be considered too 
seriously by the dealer in taking care 
of small orders. A farmer sometimes 
expects the dealer to travel many miles 
to deliver five bags, but if this farmer 
is told no load is going his. direction 
for the next couple days, and that it is 
uneconomical for the dealer to deliver 
such small orders, he will usually call 
for it himself. If the farmer is not 
in a position to call for the order, Mr. 
Smith suggested telling him that if 
the dealer must give delivery service 
on small orders, this cost will have to 
be added in the cost of the feed, or he 
will have to wait until a load is going 
out his direction. 
Romance for Feed Dealer 

Henry Dye, Forestville dealer, thinks 
there is a great romance in store for 
the feed dealer who will give more 
-time and thought to service. “If the 
dealer is finding his business unevent- 
ful, cold, and uninteresting take some 
thought of the farmer and his prob- 
lems, endeavor to help him through 
the service you can render, and you 
will get a big kick out of the feed 
business,” Mr. Dye told his hearers, 
in a most convincing talk. 

“Quality Feed, Adequately and Fair- 
ly Priced” should be the slogan of 
every feed dealer who wishes to serve 
his trade, he emphasized. He thought 
the dealer, to be successful, should 
keep down his brands, make a special- 
ty, more or less, of a few, and .not 
make a feed museum of his warehouse. 

“The time is here when the feed 
merchant is more than a warehouse 
keeper and banker for the farmer. 
Through my own experience, in regard 
to the credit problem, I find giving a 
cash discount works more profitably, 
and causes less misunderstanding, than 
adding carrying charges to the price. 


Credit Not Appreciated 

“Credit service is a great expense 
to the merchant that is not appreciated 
by the farmer. It not only is unhealthy 
for the dealer, but for the farmer as 
well. Many of us make the mistake 
of allowing long time credits, and if 
this was reduced, we would avoid call- 
ing of loans.” 

Mr. Dye said the credit problem 
should be thrashed out with the farmer, 
through personal contact with him. 
Periodical visits with the feeder will 
be the first step toward erasure of the 
present suspicion many farmers hold 
against the dealer. He thought the 
feed dealer should have a thorough un- 
derstanding of poultry and stock hus- 

(Continued on Page Twenty-five) 
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Directors Plan Good 1927 Program 


For Central Association 


Consider Employment Of Traveling Secretary To Solicit Members 
Will Continue Service And Fellowship Work From Present Office 


the third meeting of the execu- 

tive committee of the Central 
Retail Feed Association which was 
held at the Hotel Medford, Milwaukee, 
Friday afternoon, January 21. 

The meeting was called by order of 
President D. W. McKercher, Wiscon- 
sin Rapids, Wis. Other members pres- 
ent included: W. L. Huson, vice-presi- 
dent, Mineral Point, Wis.; Bentley 
Dadmun, treasurer, Whitewater, Wis.; 
David K. Steenbergh, secretary, Mil- 
waukee, Wis. and directors F. Kern, 
Sparta, Wis.; B. L. Jones, Delavan, 
Wis., and M. A. Joshel, Geneva, Ill. 

First 100% Meeting 

This was the first meeting of the 
executive committee which attracted a 
100 per cent attendance of all members. 

President McKercher explained that 
he had called the executive committee 
meeting to discuss plans for keeping 
and increasing the membership in 1927 
and preliminary arrangements for the 
1927 convention. Before beginning a 
discussion of plans for 1927, the com- 
mittee discussed accomplishments dur- 
ing 1926 and it was generally conceded 
that the association had done remark- 
ably good work considering the fact 
that it had only been in existence ap- 
proximately six months. 

End Year With Balance 

Treasurer Dadmun gave an unofficial 
report on the financial status of the as- 
sociation which showed that the Cen- 
tral Retail Feed Association had not 
only paid all bills and met all expenses 
regularly during‘1926 but had closed 
the year with a bank balance of 
$207.14. Secretary Steenbergh report- 
ed that the association had approxi- 
mately 200 paid members during 1926, 
which is a larger number than any 
other similar association of past years 
had even during the best years. 

The activities of the association in 
fostering a co-operative spirit of good 
will among feed dealers of the terri- 
tory and the exchange of ideas among 
them was commented on by various 
members of the committee. These 
members expressed the belief that this 
part of the association’s work was the 
most valuable and beneficial of all it 
has done to date. 

Service Work Commended 

The work of the association in func- 

tioning as a service bureau for retail 


« member was present at 


feed dealers was commended. The 
growing trend among retail feed deal- 
ers to change their basis of doing busi- 
ness over to a strictly cash policy was 
discussed, and it was the opinion of 
the executive committee that the activ- 
ity of the Central Retail Feed Associa- 
tion through publicity in The Feed 
Bag, official publication of the associa- 
tion, was largely responsible for. the 
change. It was the desire of the com- 
mittee that both the good fellowship 
and service bureau work be increased 
in 1927. 

Direct selling and the problem the 
practice involves with reference to the 
feed dealer was discussed in consider- 
able length by the committee. It was 
reported that many millers, manufact- 
urers and jobbers showed commendable 
spirit in their efforts to co-operate with 
the association toward elimination of 
this, practice. The committee decided 
that the work of the association in re- 
porting instances of direct selling had 
probably had a good effect but that 
great success could not be expected 
until the association had gained con- 
siderably in numbers and strength. It 
was decided to devote a major portion 
of the association’s activity during 
1927 to increasing its membership. 

Consider Travelling Secretary 

Ways and means of increasing the 
membership were discussed. It was 
decided that the secretary should do 


t’s Up To You—Mail This Coupon Today 


his best to keep all present members 
and get them to pay their dues prompt- 
ly so that the association could build a 
financial surplus which might permit 
the hiring of a traveling secretary to 
solicit members during one or two 
months during the early summer. 

With regard to plans for the 1927 
convention, the secretary was instruct- 
ed to take a referendum vote among 
the members to determine whether the 
convention should be held in Milwau- 
kee or Madison. It was decided that 
the convention be a two-day affair with 
a banquet and entertainment to which 
the ladies would be invited on the even- 
ing of the first day. 

May Issue Bulletin 

The executive committee discussed 
the feasibility of issing a monthly 
letter bulletin to members from the of- 
fice of the secretary and the secretary 
was instructed to give further thought 
to the matter and issue such a bulletin 
letter if it was deemed advisable. 

Several other matters of routine busi- 
ness were taken up and it was decided 
to hold another meeting of the com- 
mittee to make final arrangements for 
the 1927 convention and to further dis- 
cuss the feasibility of hiring a full- 
time membership solicitor probably 
some time in March or April. There 
being no further business, the execu- 
tive committee adjourned to meet again 
on call of the president. 


CENTRAL 
RETAIL FEED ASSOCIATION 


86 MICHIGAN ST. 
MILWAUKEE, WIS. 


New Member [] 


Name of Firm 


Here’s our $10.00 (Ten Dollars) check for 1927 dues in 
the Centra Retait FEED AssociaTION. 
membership certificate suitable for framing and don’t 
forget that FREE affiliated membership in the Grain 
Dea.ers’ NaTIonat AssociaTION. 


Old Member 


Please send 


Address of Firm 


Name of Manager 
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Rockdale (Wis.) Flour Mills 
Pride Of Community 


ANY communities are mighty 
M proud of their local millers 

and feed dealers as is attested 
by the following article concerning 
Rockdale Flour Mills, Rockdale, Wis., 
which was published in a recent issue 
of the Cambridge News; Cambridge, 
Wis.: 

“More than a grist mill, more than 
a flour and feed business which has to 
do with the retail of the products of 
other mills, The Rockdale Flour Mills 
is a manufacturing establishment buy- 
ing its raw material from its farmer 
friends and turning out flour and feed 
products known throughout its part 
of the country for their wholesome- 
ness, purity and real value. 5 

“The mill’s building itself is a land- 
mark, having been established by the 
Van Horn Bros. just 78 years ago. It 
is a very finely built building, having 
been erected in the old days when 
stone masons pulled down their 87 
cents per day and knew how to put 
up a building. It has a floor space 
of nearly 5,000 square feet with its 
three floors and every foot is crowded 
with machinery which jumps, turns, 


and does all kinds of crazy antics when 
the mill is running. The power is of 
two kinds, water and electric. 

“Jack Turnbull and his son Rolland, 
are the millers; Jack, the father, has 
been in this mill for 32 years and since 
1916 has owned the property. In that 
year Mr. Turnbull spent considerable 
money on new equipment and with 
that which has been installed since 
that date, this mill is one of the most 
completely equipped mills in his sec- 
tion. The present equipment consists 
of a full roller process with a battery 
of four rolls and a modern cleaning 
mechanism which is the very latest 
thing in mill equipment. The plant 
has a capacity of over 50 barrels a 
day. 


“Under the able management of Jack 


the business grew rapidly. Farmers 
for miles around began to bring in 
their products. The flour and feed 
they manufactured became increasing- 
ly popular with buyers. Jack was sim- 
ply swamped with the business. But 
he was fortunate. He had a son and 
to this son he went. Now there are 
two Turnbulls in the mill. 


“Even if the mill were not known 
for its fine equipment, its service and 
excellent products, many of the farm- 
ers would still bring their home grown 
grain to the Rockdale Mill for the 
Turnbulls are so pleasant and fair in 
their dealings, always ready to help 
any way they can, always ready to tell 
a story. Quick of wit and a splendid 
conversationalist, Jack makes everyone 
his friend and his son is a chip off 
the old block. 

“But the Turnbulls are hobby rid- 
ers—now it is a flock of 100 tame wild 
ducks, now it is the training of a re- 
markable dog, and now it is a long 
auto trip over half the United States. 
Something new always, not satisfied 
with operating successfully the oldest 
and finest small town mills in this part 
of the country.” 


HOWARD CROSLEY and John 
Fritz have organized the Blanchester 
Coal & Feed Co., Church street, Blan- 
chester, Ohio. 


EDWARD HOCKMAN has purch- 
ased the interest of Isaac Vancuren in 
the Hocking Valley Feed Co., Logan, 
Ohio. Frank St. Clair who was as- 
sociated with the partnership with Mr. 
Vancuren retains his interest in the 
business. 


the floors!” 


A LOCAL 


POULTRYMAN 


bought all his feed from Jones Milling Co. One 
day, placing his order, he stepped into Jones’ 
“T’ll give you $100.00” said he, “if you'll 
let me go through your mill and clean out the 
corners, Sweep up under the machines and on 
Jones delayed his answer,--started thinking. 
through intimacy, blind to 


Hidden Riches 


lying dormant about his mill? He wrote us and explained his problem. 
We recommended a “Racine” Fanning Mill, low in cost, yet just the 
thing to salvage the good grain from Mill Sweepings and reclaim what’s 
often lost in Receiving Separator sieve tailings. 
ing a profit he passed up for years. 


office. 


It’s a worth while idea! 
Ask for ‘‘Hidden Riches’’ 


S. HOWES CO., INc. 


INVINCIBLE GRAIN CLEANER CO. 
SILVER CREEK, N. Y. 


Was he, 


Now, Jones is realiz- 
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Substitute Cotton Bags For Burlap 
Plea For Southern Farmer 


Kansas City Feed Mill Among Firms Using Arkansas Bag Plan 
Advocates Say Idea Would “Retire” Four Million Bales Yearly 


idea was suggested by the Ameri- 

can Grocery Co., of Arkansas to 
increase the consumption of cotton and 
help the farmer dispose of his surplus. 
This was to substitute cotton bags as 
containers in place of jute, burlap and 
other material wherever possible. 

Not only did this company offer the 
suggestion but they also put it into 
practice in their business. In the place 
of bags of other material they began 
to use cotton bags, on the sides of 
which were painted in red letters this 
slogan— 

“This is a cotton bag. Demand your 
goods packed in cotton bags and help 
the cotton industry of the South”. 

Other Firms Approve Idea 

The idea struck the popular fancy 
all over Arkansas, and soon other com- 
panies were substituting cotton bags. 
The cotton was found to be a most 
excellent substitute for burlap as a con- 
tainer for chops, poultry feeds, mixed 
feeds, rice, sugar, salt, sweet and Irish 
potatoes, beans, peas and other bulk 
items. 

The American Messenger, official 
paper of the American Grocery Co., 
estimates that 14,000,000 bags are used 
each year to handle feed, oats, cotton- 
seed meal and hulls, rough rice and 
fertilizer in Arkansas alone. They es- 
timate that if cotton bags were used 
for burlap throughout the state it 
would increase the consumption of raw 
cotton 125,000 bales. The other south- 
ern states all use more bags than Ar- 
kansas, and the publication points to 
this fact and states that with all the 
southern states adopting the plan the 
annual consumption of cotton will be 
boosted by at least 2,000,000 bales. 

Spreads Throughout the South 

By November the Arkansas cotton 
bag idea had spread all over the south, 
and at the meeting of the National Fer- 
tilizer Association, November 11, Ed- 
ward O’Neal, president of the Alabama 
Farm Bureau Federation, appealed to 
the fertilizer manufacturers urging 
them to use cotton bags for fertilizer 
containers in the place of jute and 
other materials. 

Mr. O’Neil is also quoted as saying 
at this meeting: 


G ies wae months ago a_ novel 


By Harry B. Taber 


“The Alabama Farm Bureau Feder- 
ation has investigated the possibilities 
of increasing the consumption of cot- 
ton through displacement of jute, and 
we find that 4,500,000 bales of cotton 
could be utilized in place of other 
materials.” 


Believe Plan Is Practical 

This estimate places the Arkansas 
cotton bag plan right on an even level 
with the Memphis plan for cotton re- 
tirement, and it savors more of perma- 
nency too. A total of 4,500,000 bales of 
cotton already taken care of would be a 
great help and should solve the situa- 
tion and aid materially in bringing 
cotton back to a better price and a 
paying basis if the farmer does his part 
in 1927 and for the next few years 
and cuts his acreage 25 to 35 per cent. 

To ascertain their opinion as to the 
practicality of the idea of using cotton 
bags the writer wrote to three large 
representative business firms on the 
subject, one from Arkansas and two 
from outside the state. He received 
prompt replies from all three of these 
firms, favoring the use of cotton bags 
as a sound practical idea, well worth 
adoption. 

The two firms from outside the 
state, the Morton Salt Company, of 
Chicago, IIl., and the Kansas Portland 
Cement Company, of Kansas City, Mo., 
both wrote that they were using cot- 
ton bags to contain their products and 
found them highly satisfactory. 

Miller Favors Cotton Bags 

The J. F. Reinmann Milling Co., of 
Arkansas and Kansas City, Mo. a 
strong representative milling company 
of the south, wrote a very interesting 
letter in regard to the success they 
were having in substituting cotton bags 
for their mixed feeds and shorts. They 
also wrote that they were changing 
to the cotton bags in the place of jute 
bags for all of their dairy feeds, sweet 
feeds and corn chops, and that as soon 
as they used up all the burlap bags 
in stock and under contract they in- 
tend to use cotton bags for all their 
feeds. 

As a substitute for other containers, 
the cotton bag seems to be an excellent 
one. The only trouble to date appears 
to be that the price of cotton bags is 
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too high, some of the wholesalers and 
manufacturers stating that this price 
made it prohibitive to economically 
make the substitution. On this matter 
the writer recently interviewed Hal K. 
Cochran, president of the H. K. Coch- 
ran Grain Co., a large grain concern 
of Little Rock, Arkansas. 


Bag Prices “Out of Line” 

Mr. Cochran stated that in his 
opinion the prices of cotton bags as 
auoted to his company were out of 
line with the prices on the raw cot- 
ton, the kind that is used in bag manu- 
facture. He gave the following inter- 
esting figures on the subject: 

“Based on a 40” by 46” cotton bag, 
on June 19, 1926, the raw cotton requir- 
ed to make up 1,000 of these bags was 
worth $35.20. The bags were quoted 
to the H. K. Cochran Co. at $119.00 
per 1,000 for the finished bags. This 
was a differential from raw cotton to 
finished product of $83.75. Later, on 
Oct. 6, 1926, the raw cotton required 
to make 1,000 bags was worth $20.25, 
and his quotation as of that date was 
$131.50 per 1,000 bags, a differential of 
$111.25. So, while the price of raw 
cotton, the kind that is used to make 
cotton bags, went down about half, 
the price of the manufactured cotton 
bags went up. 

Manufacturers’ Help Is Needed 

“Too high for us to use,” said Mr. 
Cochran, “unless we pass some of the 
burden on to the consumer, who in 
many cases happens to be the very 
farmer who sells the raw cotton. Still 
there are many firms who are making 
the substitution, and we are doing so 
ourselves wherever possible. We cer- 
tainly hope something will be done to 
convince the bag manufacturer that it 
would be productive of sales to him 
if he will get down to a basis where 
we can actually afford to handle the 
cotton bags.” 

Of course we do not know just what 
the bag manufacturer paid for the raw 


“cotton that he used a month or so 


ago in making cotton bags. He may 
have paid earlier and higher prices. 
However, we believe that he can af- 
ford to lower the price on his manu- 
factured bags, which will undoubtedly 
increase his output, and recoup the 
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difference when he uses the raw cotton 
he has bought lately and is buying, or 
can buy, now at a very low price. 

Widespread Substitution Possible 

With a price for cotton bags which 
will allow the wholesaler and manu- 
facturer to substitute them in the place 
of burlap, jute and other materials 
without having to add anything to the 
price of the product which the con- 
tainer carries, we believe in the next 
few months there will be a widespread 
substitution of cotton bags all over the 
country. 

Such a movement would, according 
tc very conservative estimates, effect 
an economical and no doubt permanent 
yearly “retirement” or consumption, of 
from 4,000,000 to 4,500,000 bales of cot- 


ton, and prove one of the greatest 
helps the southern farmer can possibly 
expect toward taking care of! the cot- 
ton surplus and bringing the South 
back to a sound economic basis. 


C. F. FINTEL, feed dealer at Gene- 
see Depot, Wis., was a visitor at the 
Milwaukee automobile show. In addi- 
tion to being a feed dealer, Mr. Fintel 
handles the distribution of Star cars in 
Waukesha county; having a branch at 
Waukesha. 


FRANK MILLER who purchased 
the business of H. Hurst at North 
Prairie, Wis., has moved into his new 
house. He reports business as being 
very good. 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


Personal 
Attention 


SHIP TO 


OY |. CAMPBELL Gratn ana seeps 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


New Quaker Mill Starts 
As Old Burns 


J. E. Johnson of the flour and feed 
department of the Quaker Oats Co., 
Chicago, issued the following self-ex- 
planatory letter to the trade dated Jan. 
27: 

“Tuesday night there was a fire at 
Cedar Rapids, which practically des- 
troyed our old feed mill. However, the 
new mill was practically equipped for 
the manufacture of feeds and we will 
be getting an output from it next week. 
In fact, the mills where we manufac- 
ture cereals, flour, and poultry mashes 
were uninjured. 

“The new feed mill is equipped with 
the very latest and best machinery for 
milling and mixing feeds. The new 
production will not only be better 
milled and more uniform, but we ex- 
pect the up-to-date equipment will en- 
able us to produce feeds at a lower 
manufacturing cost with less handling 
expense, and thereby make our feeds 
more economical. 

“We thank you for the business you 
have given us in the past and feel con- 
fident that we will be able to give you 
better service in the future.” 


E. W. EATON has installed new 
machinery in the feed mill at Madison 
Lake, Minn. 


Milwaukee’s Newest Elevator 
and Newest Grain Firm 


OPERATING 


ELEVATOR “E” 
Milwaukee 
Capacity 1,500,000 bus. 
Corn, Oats, Barley, 
i SAVANNA, ILLINOIS Poultry Wheat and 

i 400,000 bus. Oat Feed 


PHONE 


BROADWAY 263 


For prices on 


Wisconsin Grain Elevators Co. 
Wisconsin 


Milwaukee 
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Porter Boys Boom Father’s Business 
At Fox Lake Feed Store 


Five Men Kept Busy Where Only Two Were Formerly Employed 
Mixed Feeds Make Larger Profits For Both Dealer And Patron 


By David K. Steenbergh 


sell mixed feeds and show a 

profit on your business,’ ac- 
cording to Colby Porter of C. S. Por- 
ter, feed dealers at Fox Lake, Wis., “if 
you can go out and show the farmer 
he can make more money each month 
by buying and feeding your feeds. And 
that is just what we are doing,” Colby 
adds. 

Colby and Mark Porter have recent- 
ly taken over the business of their 
father, C..S. Porter. The C. S. Porter 
company is one of the oldest feed and 
grain firms in Wisconsin. Both of the 
Porter boys graduated from the Uni- 
versity of Wisconsin, and Colby had 
been back home active in the business 
for four years and Mark for one year 
when their father turned the control 
over to them. 

Business Is Increasing 

“When I came back home from 
school and began taking an active part 
in the business,” Colby says, “there 
was hardly enough work to keep the 
man father had hired to assist him 
and myself busy. Now we have three 
men in addition to my brother and I 
and we are all kept going every day 
in the year.” 

Colby was not boasting when he said 
this and consequently we believe there 
are many dealers who will be inter- 
ested to know how the increased ac- 
tivity is accounted for. Colby stopped 
in at the office of The Feed Bag to 
have a little chat with the writer, with 
whom he was acquainted at the Univer- 
sity of Wisconsin, the other day and 
in the course of our conversation he 
told us about his work at Fox Lake 
in somewhat the following manner: 

Slim Profit on Feed Stuffs 

“After I started working in my 
father’s business, it did not take very 
long before I discovered that it is al- 
most impossible to sell feed stuffs such 
as bran and middlings, meet competi- 
tion, and make a profit. If we raised 
our prices to the extent which would 
permit us to make a legitimate profit, 
we could not sell anything because we 
had too many competitors who were 
selling bran and middlings at a dollar 
or two per ton margin. No feed deal- 
er can sell bran or middlings at a dol- 


ad | T’S as easy as falling off a log to 


lar or two per ton more than he pays 
for the commodity and make a profit. 
Our experiences in this respect is veri- 
fied by findings of many surveys con- 
ducted both privately and by govern- 
ment agencies. The cost of doing busi- 
nes¢ to say nothing of profit requires 


idea of dictating an article 

for The Feed Bag when he 
visited our office recently but 
never-the-less this interview is 
the result of his call. We ques- 
tioned him because we were per- 
sonally interested and his replies 
were so full of good common 
sense that we believe you will 
be interested too. What would 
your son do, if he took over the 
management of your business? 


Cs PORTER had no 


a margin of more than $2.00 per ton. 

“We began looking about for some 
commodity to handle which would en- 
able us to make a profit or for some 
profitable way of handling our old com- 
modities, and just about this time a 
representative of one of the large feed 
manufacturers called upon us. He told 
us about his feeds and about how we 
could take them on and handle them 
at a profit. His arguments were con- 
vincing and we were sold—until he 
began quoting prices. 

Prices Seemed Too High 

“His prices seemed unreasonably 
high. ‘Why we could not get our farm- 
ers to buy anything at that price,’ I 
told him. 

“‘T do not see why,’ this feed sales- 
man replied, far from discouraged. ‘If 
you could go to the farmers and con- 
vince them, show them with facts and 
figures taken from other farms and 
with demonstrations right on _ their 
farms how they could buy these feeds, 
feed them and make more money each 
month than they are making now, 
couldn’t you sell them?’ 

“If we could do that, we admitted, 
of course we could sell them. But we 
were skeptical about whether or not 
we could supply the proof necessary 
to convince our patrons. 
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“To make a long story short we fin- 
ally hooked up with this feed manu- 
facturer and he co-operated with us in 
a series of demonstrations which en- 
abled us to convince a few of our pa- 
trons and they became the nucleus 
about which we have built up our pres- 
ent business. We made this decision 
about two years ago and we have 
steadily increased our business to date 
and also our net profits. We are still 
conducting demonstrations and we are 
adding new customers every month. 
Cur customers are making more money 
than they ever did before despite the 
fact that they are paying more money 
per ton of feed. In our turn, we are 
making more money per ton of feed 
that we sell and today we are selling 
more feed than we ever sold before. 

“Here is an example of how we 
work. The other day a farmer came 
into the store and wanted to ibuy 250 
bushels of corn. He said he had thirty- 
five hogs and figured it would take 
twelve bushels of corn to put a hun- 
dred pounds of pork on each hog. It 
was his intention to feed the hogs until 
they weighed approximately 200 pounds 
apiece before he sold them. 


Figure Costs With Farmer 


“We took out our ever-ready pad of 
paper and pencil and sat down and 
did a little figuring with him. Accord- 
ing to his own estimates, we figured 
it would cost ‘him, 10 cents per pound 
to fatten his hogs and as pork was 
then selling at 11 cents per pound 
it would only leave him a margin of 1 
cent which would not take care of his 
other overhead and profit. 


“We urged him to \try a mixture of 
our hog feed and corn, 50 pounds of 
the mixed feed to four bushels of corn. 
We then figured what his cost would 
be under this plan and estimated’ that 
feeding this way a pound of pork would 
cost him 6 cents if it took him forty 
days to fatten the hogs. He finally 


‘bought a supply of our special hog 


feed and 125 bushels of corn. He fed 
the ration according to our directions 
and at the end of thirty days, ten days 
less than our estimate, the hogs were 
ready for market. He made a nice 
profit and we have another satisfied 
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customer. 
Taking Chances Unnecessary 

“We use practically the same meth- 
ods in selling our cattle and dairy 
feeds. We do not ask any of our 
customers to take a chance on our 
feeds or to guess what their results 
are. We urge them to make actual 
tests and in many cases we go out to 
their farms and help them make these 
tests. There is no cow testing asso- 
ciation in our territory and I do not 
believe that prior to two years ago 
there was a single farmer in our neigh- 
borhood who ever weighed his milk. 
Now there are from 15 to 20 farmers 
who weigh their milk every day. 

“We estimate that it costs a maxi- 
mum of about 5 cents a day more per 
cow to feed our special dairy feed. 
At this rate it means that each cow 
must produce a quart and a quarter 
more of milk per day, at present prices, 
to absorb the difference. Many of our 
farmers find that each cow is produc- 
ing an average of four pounds of milk 
per day more than under former meth- 
ods of feeding with the result that 
these farmers are making an extra 
profit of some $20.00 to $25.00 per 
month. The amount of the increased 
profit varies, of course, depending on 
the ration which the farmer was using 
before he started with our feeds, but 
we are able to show an increase no 


matter what ration was previously 
used.” 
Feed Should Sell for Cash 

We asked Colby what he thought 
about the many dealers who are chang- 
ing their methods of business over 
from a credit ta a cash basis and he 
answered that he believed that the 
strictly cash basis was the only proper 
way, and he said that he hoped to be 
able to change over to that basis in 
the not too distant future. 

“We have always done a credit busi- 
ness,” he says, “but in the last two 
years we have made changes in our 
quotations so that now we are getting 
a premium from credit customers. We 
have a sliding price scale which is 
about as follows: 

“Our lowest quoted price is in ton 
Icts out of the car. We add one dollar 
per tortto this price if the purchaser 
takes his feed out of the car but asks 
us to charge it. We add still another 
dollar or $2.00 more than our lowest 
price when we sell in ton lots out of 
cur warehouse and still another dollar 
or $3.00 more than our lowest price 
when we sell in ton lots out of our 
warehouse for credit. We add still 
another dollar to the t6n lot price 
when we sell in less than ton lots. 

Prices Posted in Warehouse 

“Our prices are conspicuously posted 

in our warehouse in accordance with 


this schedule and we never make any 
variation from our posted prices. This 
schedule applies on all feeds including 
bran and middlings which we sell. We 
also handle coal and on hard coal we 
permit our customers to take a two 
per cent cash discount for payment in 
ten days and a fifty cent per ton cash 
discount on soft coal for payment in 
ten days. If the purchaser asks for 
thirty days to pay, the price is net and 
after that time we add a small interest 
charge.” 

The C. S. Porter firm handles prac- 
tically all the commodities to be found 
at any good retail feed store except 
meat scraps, gluten feed and cotton 
seed meal. The firm does a large busi- 
ness in flour and handles King Midas 
flour exclusively. In early years C. S. 
Porter was a large shipper of grain but 
grain shipments have not been so good 
from Fox Lake in recent years except 
in 1926, when approximately eighteen 
cars were forwarded to the terminal 
markets. Colby says there is not as 
much grain in the country this year 
as there was last year, which he pre- 
dicts will result in his firm shipping 
fewer cars of grain but selling more 
feed. 


LANGEN & SON have purchased 
the Motorman & Harbert feed mill at 
Decatur, III. 


FREE~Send No Money! 


DRIVES CARE AWAY 


"VE a hunch you would enjoy my little four page 
publication called “THE WHITE SWAN”. It goes 
out monthly to the flour and feed trade. 
folks tell me that they like it--and surely they can't all 
be kidding me. Simply write and say “Send me THE 
WHITE SWAN” ,--I'll put your name on the mailing 


list. It won't cost you a penny. 


~~) 


F. A. RUENITZ, Presipent, 


SPRINGFIELD MILLING COMPANY, INC. 


SPRINGFIELD, MINNESOTA 


Lots of 


AS8S8G 
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Better Safe Than Sorry—Take Care 
Of Winter Fire Hazards 


Writer Tells How To Safely Start Gas Engine In Cold Weather 
Final Installment Of R. D. MacDaniel’s Instructive Safety Article 


first aid fire protection equipment 

in good shape in winter than any 
other time. Frozen hydrants are fre- 
quent in severe weather and operation 
of equipment difficult; furthermore with 
many calls on their hands the depart- 
ment may not be immediately avail- 
able. Cold weather is apt to put 
private apparatus out of commission 
unless due, preparation has been made. 
Water barrels: must have a non-freez- 
ing element, either common salt or cal- 
cium chloride. About four pounds of 
either to the gallon of water will pre- 
vent freezing to about twenty-five be- 
low zero—the chemical must be thor- 
oughly dissolved however. 

The same solution should be used 
in pails that are kept filled and in the 
five-gallon pump tanks. All makes of 
2% gallon extinguishers must be pro- 
tected against freezing, either by us- 
ing an especially prepared charge or 
by moving them to a heated location. 
The small carbon tetrachloride extin- 
guishers are immune to forty below 
zero. Dry powder tubes are ineffec- 
tive in winter as well as any other 
time; they are not considered fire ex- 
tinguishers and if present are apt, to 
cause a false sense of security. While 
these tubes may be effective on cer- 
tain kinds of fires and under certain 
conditions, better have a barrel of 
water or an approved extinguisher that 
can be depended upon. 

Motor and Mill Bearings 

Just a word about keeping this 
equipment in good condition. Keep 
fire extinguishing apparatus easily ac- 
cessible; when you need it you need 
it quick. Don’t use the barrel tops 
as shelves or the buckets for chicken 
feed. Chemical extinguishers of the 
2% gallon types must be emptied, 
washed out thoroughly end recharged 
once a year. The carbon tetrachloride 
extinguisher should be tested frequent- 
ly; simply operate in the usual man- 
rer to make sure it is in working 
order, if not send it back for repairs, 
if in good operating condition then 
open the filling cap and add sufficient 
chemical to fill it. Carbon tetrachlor- 
ide will not deteriorate but will evap- 
orate if the container is not air tight. 

Now about equipment, especially 
bearings, which, if in unheated build- 


I T is more important to have your 


ings must be watched even more care- 
fully in cold weather. You change 
the grade of oil in the crank case of 
your automobile as between summer 


This article, by R. D. MacDaniel of 
the Grain Dealers National Mutual 
Fire Insurance Co., is continued from 
page sixteen of the January number 
of The Feed Bag. 


and winter; for the same reason you 
should do likewise in your plant. In- 
spect all bearings soon after starting 
the equipment to make certain the oil 
is being distributed properly. If you 
find you must change bearings, inves- 
tigate the improved types—either ball 
or roller—which have proved them- 
selves savers of time and power. An 
electric motor is a rugged piece of 
mechanism but it has bearings that 
must have periodic attention or a hot 
box will develop, or, if the bearing 
wears too much the rotor and stator 
will come into contact accompanied 
by a beautiful pyrotechnic display. 

While the heating hazard is perhaps 
the most common hazard peculiar to 
the winter months it fades into insig- 
nificance in comparison with a balky 
internal combustion engine. Maybe it 
is like telling the baby not to put 
beans up its nose but we know of 
instances where fires have been built 
under engine cylinders and gasoline 
soaked rags piled over the engine on 
zero mornings—all in a frame engine 
room too. We have never heard of 
nitroglycerine being used for priming 
—not yet, but we hear of something 
new every day. About the most sen- 
sible method of eliminating starting 
troubles in winter is practiced by an 
Illinois elevator man that we know; 
when the engine is shut down the 
spark plugs are removed and placed 
near the office stove then a minute or 
so taken in replacing them when need- 
ed eliminates a lot of priming and 
cranking. 

Backfire and Gasoline 

Another thing that makes life in- 
teresting when starting a cold engine 
is the backfire hazard. The air intake 
is usually close to the carburetor (if 
the engine is of a carburetion type) 
so that the flame of a backfire ignites 
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any surplus fuel. This danger can be 
cheaply overcome by attaching a three 
foot section of pipe (a little larger 
in diameter than the intake) to the 
intake pipe; in passing through such 
a length of pipe the heat will be dis- 
sipated to such an extent that it will 
cause no damage. 

Don’t keep gasoline in the engine 
room—or anywhere else—in open con- 
tainers; if you must have some get a 
one quart safety can. Down in Kansas 
a few years ago an elevator man was 
starting his engine and for some rea- 
son had a bucketful of gasoline set- 
ting nearby. A back-fire ignited the 
oil and gasoline on the engine but al- 
though severely scorched the operator 
had sufficient presence of mind to grab 
up the bucket of gasoline and carry it 
outside. He returned to the engine 
room and aided by the other men 
about the house had the fire under con- 
trol when a storekeeper from across 
the way rushed up, mistook the bucket 
of gasoline for a bucket of water and 
dashed it on the fire. Total loss. 


One on the Stove League 

Here’s another thing—maybe you'll 
laugh but it has caused a lot of fires: 
the wooden cuspidor filled with saw- 
dust. This seems to be a winter haz- 
ard and perhaps should be classed as 
a side issue of the heating hazard for 
when the Hot Stove League gets to- 
gether they are apt to become so ex- 
cited as to Dempsey’s chances of a 
come-back or whether the Cardinals 
will repeat that they overlook the dis- 
carded cigar butt which has started 
the saw-dust to smouldering. 

We have covered briefly only a few 
of the sixty-five known causes of fires 
in grain and feed handling plants; we 
have not mentioned smoking or spon- 
taneous combustion or many of the 
other prominent causes because they 
are not especially influenced by cold 
weather. Possibly you think more 
space was given to the human element 
than was warranted but it is safe to 
say that element is responsible for 
eighty-five per cent of all fires. After 
all, a careful man is the best fire pre- 
vention device ever created. 


MESQUAKIE MILLING CO., Ce- 
dar Rapids, Ia., will install a feed 
mill. 
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Total Disappearance 
Total Exports 


of October-November-December, 
576,000, 434,000 and 426,000 tons. 


able supply. 


The Cotton Seed Meal Situation 


Carry-over end of fiscal year 7/3/26 


1926 1925 
reat 151,578 Tons 18,976 Tons 
2518539 “ 1405552 


1,670,117 Tons 1,424,528 Tons 


166,500 Tons 
ee 1,077,865 Tons 
ae 1,494,850 Tons 1,165,450 Tons 


Consumption 8/1 to 
Consumption 8/1 to 1/1... 
Consumption for month of December.... 
Exports included in above... 262,900 Tons 
1926 over 1925 343,000 Tons 
1926 over 1925 65,200 Tons 
Domestic Consumption 1926 over 1925 277,000 Tons 
Note 1: Stocks Cotton Seed on hand at 

Equivalent Production Cotton Seed Meal 581,400 “ 


Note 2: The above figures indicate that approximately 50 per cent of 
the total season’s production has gone into consumption in the months 
when consumption was respectively 

Shipments to this date in January 
would indicate at least 400,000 tons for the current month and based 
upon a total crush of 6,000,000 tons of cottonseed, we would have left 
a total of about 900,000 tons for February to August, inclusive, or ap- 
proximately 130,000 tons per month. 
vance sharply in order to curtail consumption to conform with the avail- 


1,292,000 Tons 1,415,500 Tons 


Editors Note: The above table is reprinted through the courtesy of the 
Marianna Sales Co., Memphis, Tenn. 
“these figures are extremely bullish, and predict that meal will sell much 
higher, possibly $45.00 per ton Chicago basis, as a result of the un- 
precedented consumption and small stocks.” 


259,000 Tons 
831,500 Tons 


426,000 Tons 329,000 Tons 


197,700 Tons 


637,000 “ 


In our opinion, prices must ad- 


“In our opinion,” this firm adds, 


HORMEL MILL, Austin, Minn., 
closed since 1924, has been purchased 
by the Great Northern Flour Manufac- 
turing Co., and will resume operations 
on March 1. 


E. P. BACON SUCCESSOR 

The firm of Crandell & Beck has 
succeeded the veteran E. P. Bacon 
Co. in the grain commission business 
at Milwaukee. J. J. Crandell was pres- 
ident of the E. P. Bacon Co. during 
the past two years and Mr. Beck was 
associated with the same company. 


FARMERS CO-OPERATIVE CoO. 
is planning to establish a feed mill at 
Cumberland, Ia. 


COLOMA FARMERS ELEVA- 
TOR CO., Coloma, Wis., has incor- 
porated with’a capitalization of $15,000. 


WASHINGTON KLEIN, manager 
of the West Bend Farmers Co-opera- 
tive Exchange, celebrated his birthday 
on the twenty-second of this month. 
Now we know how he got the name 
of Washington. He never told a lie. 


Since 1885—43 Years and 


Feed Shortage On Ranches 
Of Western Canada 


In the middle of a serious feed 
shortage, farmers and ranchers of the 
Canadian prairies, spoiled by the suc- 
cess of the 1926 wheat crop, are glumly 
wondering how they are going to bring 
their herds through the long and cold 
northwest winter. 

Open range is the rule here, in win- 
ter days, and farmers usually allow 
their horses to roam at large. They 
scratch away the snow and eat last 
summer’s prairie wool, but this year 
such an amount of snow has fallen 
that a horse will have to be stricken 
with the pangs of hunger before he 
can dig out the dead grass. 

Generally speaking, the oat crop in 
Saskatchewan was not a success in 
1926, and not only are the livestock 
owners thus short of feed oats, but 
they miss oat straw, which may be 
given horses in lieu of hay, of which 


there is also a shortage. 


Haying prospects were wonderful 
early last summer, but continuous rains 
spoiled the hay in the field, if the farm- 
er had any opportunity at all, to cut. 
Thus, cows that should be producing 
cream for the market are being kept 
alive on wheat straw, and the little 
oat straw and hay there is, is being 
carefully hoarded for the horses. Hay 
sells for $14 per ton. The shortage, 
of course, is nothing in proportion to 
one of several years ago, when the 
farmers were forced to import hay 
from Quebec, which cost them $40 per 
ton when the freight tolls were added. 


WINTER GRAIN STORAGE 

Two steamers are in Milwaukee’s in- 
ner harbor for winter storage ‘of grain. 
The steamer Munising will load at 
elevator “E” for the Wisconsin Grain 
Flevators Co. The Donahue-Stratton 
Co. has chartered the John A. Donald- 
son for winter loading at the Kinnic- 
kinnic elevator. 


HIAWATHA 


Grain Company 


No-Milk Calf Food is still the Leader. 


We have over 350 dealers in Wisconsin selling 
our Product and some of them for over 40 
Years. Their repeat orders each year is the 
best recommendation we know of for Ne-Milk 
Calf Food. ARE YOU ONE OF THEM; 


For Prices Write 


MINNEAPOLIS, MINN. 
SCREENINGS 
GRAIN—FEEDS 


We Specialize in the Better 
Type of Feeding Screenings 


Get Our Samples and Prices 


2. 2 2 2 2 2 2 2 2 2 2 2 @ 
2 2.2. 2.2. 2 2. 2 2. 2 2 2 2 
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Prepared by the Minneapolis branch 


office Hay, Feed and Seed Division, 

Bureau of Agricultural Economics. 

| worked into a rather strong po- 

sition. The wheat mill feed 
market has been on a gradual upward 
trend since the last report, as have the 
high protein feeds. Although the gen- 
eral demand for mill feed could hardly 
be classed as active, the demand the 
country over gradually overtook the 
limited supply so that prices were 
readily advanced. 

Northwestern markets on mill feeds 
in particular have been extremely firm 
with enough demand coming in from 
the immediate vicinity to more than 
offset the limited offerings. A feature 
of the northwestern situation is the 
fact that a scattered inquiry continues 
to come in for shipment west, princi- 
pally to North and South Dakota 
points, in those sections where the feed 
crops were short. Minnesota feeding 
requirements also have been somewhat 


HE general feed situation has 


in excess of the supply that is usually 
gotten from interior mills. This is a 
rather unusual movement and should 
it develop into any size, it will un- 
doubtedly be an important market fac- 
tor in determining northwestern prices. 

Furthermore, stocks of feed at west- 
ern lakeports are gradually being li- 
quidated, going out all-rail to north- 
western points, as well as to Chicago 
and the Central States. This is ex- 


‘pectéd to keep up in a gradual way 


all during the winter so that it is very 
likely that by spring little feed will be 
left in western lakeport storage. 

The Kansas City and Omaha feed 
markets were a shade easier during the 
last few days, due to rather liberal flour 
production. However, all feed offer- 
ings were reported well taken with the 
market off only 50c from the high 
point. 

The demand for mill feeds in the 
Northwest centers principally on imme- 
diate deliveries and mills and jobbers 


that can promise spot shipment have 
no difficulty in disposing of offerings 
from day to day. Sagging coarse grain 
markets during the last few days has 
dulled the speculative interest some- 
what in deferred shipments. Until just 
recently handlers for the most part 
were willing to take on both bran and 
middlings for shipment up to May at 
spot basis, but at thel present writing 
bids for the deferred shipments shade 
the spot prices somewhat. However, 
with selling pressure on later shipments 
virtually absent there is no damaging 
effect to the market. 

Some country advices state that the 
present level of mill feed prices will 
have a tendency to curtail consump- 
tion but with reserve stocks at very 
low ebb, wheat feeds may well be con- 
sidered as being in a strong position, 
the price right now being the only 
thing that traders can get bearish on. 

Bran and middlings coming from in- 
terior mills are still available at more 


‘Increased Business— Eliminated Competition. 


_ Greatest Capacity with Lowest Upkeep” 


That’s what Sheppardsville Roller Mills, Sheppardsville, Ky., says of the ‘‘Jay Bee’? mill. 


“Jay Bee” users will tell you that the “Jay Bee” is the only mill to buy for 
fine, fast, economical grinding, of any grain or roughage. Here is proof: 


“The ‘Jay Bee’ is the master mill among all other mills that I 
ever saw grinding all kinds of feed and whole wheat flour. You 
certainly have the best feed mill in the world. You may put this 
on record.” T. B. McGehee, Tullahoma, Tenn. 


“We have operated practically every kind of a grinder on the 
market, none of them will come anywhere near doing the job that 


the ‘Jay Bee’ will do; and the ‘Jay Bee’ will 


grind anything 


grown.” Gratz Grain and Milling Co., Adrian, Mich. 


The “Jay Bee” delivers larger capacities with less horse- 
eer than any other mill. No 
reaker plates. Manganese steel hammers, each having 
sixteen cutting edges, reduce friction to a minimum—keep 
upkeep cost down—replacement parts few. 


We Will Tell You How to Make More Money 
in Your Business 


urrs, knives, rolls nor 


motor, each 
operating at 
3450 1. p.m. 


Equipped 


Beware of Imitations. 

All infringements will 

be vigorously pros- 
ecuted. 


We can solve your grinding problems. Sizes and styles 
of “Jay Bee” mills to meet every requirement. Write today 
for literature, prices, terms, etc. 


Distributed by 


J. B. Sedberry, Inc. 


160 Hickory St., Utica, N. Y. 


Manufactured by 


The Bossert Corp. 
Utica, N. Y. 


“JAY BEE”’ 


Standard Direct Connected 


Crusher - Grinder Pulverizer 


“‘The Standard of Comparison’’ 
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advantageous prices than strictly city 
mill stuff, On the price range given 
below the low end of the range will 
indicate the country mill offerings, 
while the top end would reflect the 
Minneapolis prices, all basis Minneap- 
olis, on Feb. 1: 

Standard bran, $27.00 to $27.50; pure 
bran, $27.50 to $28.00; standard mid- 
dlings, $27.75 to $28.25; flour middlings, 
$31.00 to $32.00 and red dog, $35.00 to 
$36.50. 

The linseed meal market has also 
been on an upward trend, influenced 
by the general strength in the feed list 
and by a sharp advance in cottonseed 
meal prices. Production in the north- 


i Don’t Register Your Feeds! 


west has kept up at about the same 
rate as has been the case for the past 
several weeks with the demand more 
than sufficient to offset present pro- 
duction. Mills are well supplied with 
shipping directions so that there has 
been little selling pressure exerted on 
the market and advances were effected 
with little opposition. Mills today 
quote 34 per cent meal at $48.00, with 
resellers at $47.50, Minneapolis. 
Cottonseed meal has now made a 
very sharp advance from its low point. 
Production has been badly curtailed 
on account of flood conditions in the 
South and when this situation ap- 
peared to be improving, another spell 


Unless you know they are absolutely right. 


Let us adjust your feeds and supply formulas and 
manufacturing systems for new tested feeds that 
produce results and build BIGGER BUSINESS. 


30 Year’s Practical Experience. 


FEED FORMULAS 
FEED PLANT INSPECTION—EQUIPMENT 
FEED SYSTEM ENGINEERING 


110 S. DEARBORN ST. 
CHICAGO, ILL. 


Sterling Poultry Feeds 
A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


of bad weather set in and the gather- 
ing of seed has again been delayed. A 
good demand is reported from both 
the export and domestic trade. : 
Gluten feed prices have also been 
advanced since the last report and 
prices at the present levels are held 
firm with old orders and fresh demand 
more than sufficient to take care of 
present production. Mills mostly are 
offering only March shipment on glu- 
ten feed, while gluten meal has been 
withdrawn entirely for any kind of 
shipment for the time being. 


WAUPUN FARMERS’ ELEVA- 
TOR CO. reported a prosperous year 
at its annual meeting held at Waupun, 
Wis., last month. All officers were 
re-elected. 


JIM HOFFMAN, proprietor of the 
Hoffman Feed Co., feed dealers at 
Madison, Wis., is one of the popular 
residents of Wisconsin’s capital city. 
Several months ago, Mr. Hoffman 
sprained the ligament in his right foot 
and was forced to get about on 
crutches for approximately a month 
but he is now on his feet again. The 
Hoffman Feed Co. also has a retail 
store in charge of Jim’s brother at 
Middleton, Wis. The Hoffman stores 
handle Pillsbury flour and Pillsbury 
feeds and are one of the really large 
retail feed distributors in the state. 


EVERETT BAKER is not in busi- 
ness at Readstown, Wis., as incorrect- 
ly stated in the January number of 
The Feed Bag, but is associated in 
the firm of Baker & Peck, feed deal- 
ers at Janesville, Wis. 


REEVE HARDEN MERGER 

The Reeve Harden Companies, 
Hamburg, N. J., has been formed to 
take over the business of Reeve Har- 
den, Ine., at Hamburg and Woodruff’s 
Gap, and to include and merge with 
it the Jos. E. Condin Co., Franklin. 
The combine was made effective Jan- 
uary 1. 


Since 1891 


FRANK A. PIERCE CE. 


ALL GRADES 


SCREENINGS 
For grinding or feeding 
purposes. 

ALSO 
No. 1 MIXED FEED 
OATS 


Send for Samples 
MINNEAPOLIS, MINN. 
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Mutual Dealers’ Convention 
Discusses Service 


(Continued from Page Fourteen) 


bandry. Dealers now could learn 
much of the farmer’s problems through 
joining the Farm Bureau and other 
similar organizations. The dealer can 
and should destroy the prevalent pro- 
paganda against him, but it must be 
done by rubbing elbows with the farm- 
er upon whom he is dependent. The 
best place to meet him informally, is 
at the organization meetings. 


Beating Car Door Selling 


The one way of beating car door 
selling, is to render service that can- 
not possibly be given by the maker of 
feeds who peddles from the car, he de- 
clared. Success of the feed business 
depends upon the merchant and no one 
else. Just now he has the manufac- 
turer who is selling direct, to compete 
with, but this direct selling cannot 
last. The feeder must have dealer 
service. 

“Fair competition is the life of trade. 
Unfair competition is the death of it,” 
E. B. Dunbar, of Springville said in 
opening his short talk on competition. 
“Direct shipping is unfair to the trade 
as a whole. It is taking business which 
belongs to the dealer, it is hurting the 
jobber because it hurts the dealer and 
it is decidedly injurious to the manu- 
facturer of advertised feeds. 

Farmers Learning the Lesson 


“Grange League Federation and car- 
door distribution renders no service, 
and naturally is not here to stay. It 
is being learned by the farmer every 
day, that this sort of buying is uneco- 
nomical. He knows that from the deal- 
er he is getting quality feed. No bona 
fide dealer must use sweeteners to 
make the feed he sells palatable, nor 
does he use substitutes. The feeder 
wants to know that he is getting qual- 
ity material, and he will pay the slight 
difference in cost to get it, bye and 
bye. 

“We have this sort of merchandising 
to compete with just now, and the 
best way we can defeat it is through 
increasing our service to the farmer.” 

Those present at the convention in- 
cluded: E. C. Kessler, Jamestown, N. 
Y.; C. H. Ball, Flour & Feed, Mil- 
waukee, Wis.; H. C. Elwood, Buffalo, 
N. Y.; H. A. Strong, Jamestown, N. 
Y.; J. Leon Anderson, Jamestown, N. 
Y.; Frank T. Benjamin, Canastota, N. 
¥.; J. ‘Davis, Buffalo; N. Y¥.; 
Gray, Springville, N. Y.; J. W. Bagg, 
Conewango Valley, N. Y.; J. Easton, 
Randolph, N. Y.; J. H. Avery, Roch- 


ester, N. Y.; J. H. Gray, Springville, 
N. Y.; E. Matteson, Cattaraugus, N. 
We. Law; Collins; N. He S: 
Page, Franklinville, N. Y.; C. R. 
Thorp, South Dayton, N. Y.; J. M. 
Brown, Ashville, N. Y.; Robert Gill, 
Cuba, N. Y.; H. G. Carr, Portville, 
N. Y.; Henry R. Dye, Forestville, N. 

Clinton Hooper, Cortland, N. Y.; 
Donald W. Fay, Mayville, N. Y.; Ver- 
non Mathews, Brocton, N. Y.; G. Leon 
Shultz, Batavia, N. Y.; W. J. Wheel- 
ock, LeRoy, N. Y.; L. Glover, East 
Randolph, N. Y.; Bert Beebe, Fre- 
donia, N. Y.; A. C. Barbeau, Silver 
Creek, N. Y.; S. W. Watson, Silver 
Creek, N. Y.; L. W. Abbott, Hamburg, 
N. Y.; E. B. Dunbar, Little Valley, 
N. Y.; H. C. Venherm, Buffalo, N. 
Y.; Clifton A. Smith, Gerry, N. Y.; M. 
L. Waldorf, Olean, N. Y.; M. F? Cohn, 
Buffalo, N. Y.; Eugene R. Yauchzy, 
Currier, N. Y.; A. B. Archer, Cone- 
wango, N. Y.; L. L. Warner, Niobe, 
N. Y.; and E. C. Spencer, The Feed 
Bag, Milwaukee, Wis. 


FIRE AT BUFFALO 

Thirty-five cars loaded with grain 
and feed were destroyed by fire early 
in January, which started in the Union 
Dock Co. warehouse, Buffalo. The 
Russell-Miller Milling Co. suffered an 
undetermined loss when water was 
splashed on a large quantity of flour 
in its warehouse when a fire wall 
crashed. The total loss is estimated at 
$225,000. 


Eastern Dealers—Here’s Your Chance 


F. C. KRUGER, son of F. G. Kru- 
ger, manager of the feed department 
of the Pillsbury company, Buffalo, has 
just received an appointment to West 
Point. He will enter the military in- 
stitution on opening of the fall se- 
mester. 


PETER E. ENGEL, Hudson, N. 
Y., one of the most progressive feed 
dealers in the Hudson valley, has re- 
placed his small mixer with a large 
and more modern outfit and is plan- 
ning extensive enlargements to his 
plant. 


SOUTH FOR WINTER 
Mr. and Mrs. C. G. Clark and their 
son, of Westtown, N. J., have left for 
Brandenport, Fla., where they will spend 
the remainder of the winter. Mr. Clark 
is head of the retail feed concern in 
Westtown, bearing his name. 


FORM ROY COMPANY 

Ernest and Frank Roy are organiz- 
ing a new feed business under the name 
of the Roy Company, at Branchville, 
N. J. Ernest Roy was formerly a 
partner in the firm of Stires and Roy, 
having purchased the interests of Wil- 
liam Stires, who has retired from busi- 
ness. 


WILLIAM D. PARKER 

William D. Parker, head of the W. 
D. Parker & Brother, feed merchants 
in Vernon, N. J., died early this month 
at his home in the village of Vernon. 
Mr. Parker was an active member of 
the New Jersey dealers’ organization, 
and was an outstanding figure in civic 
affairs of his community, having served 
as township clerk for more than 30 
years. 


year from date. 


a retail feed and grain trade. 
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MEMBERSHIP APPLICATION 


EASTERN FEDERATION OF FEED MERCHANTS 
48 State Street, ALBANY, N. Y. 


I hereby apply for active membership in the Eastern Federation 
of Feed Merchants and herewith enclose the amount ($2.00) to cover 
my dues and subscription to the “Feed Merchants Bulletin” for one 


I am a retail feed merchant with proper equipment for conducting 
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Boost The Feed Bag To Firms You Do Business With 


OO 
oO 
Quality is remembered long 
after price is forgotten— 
OO 50 
ie You will be glad to know si 
about Square Deal 
feeds—wait and see. 
WHITEWATER, QO 
28 THE DADMUN COMPANY wisconsin" ” 33 
O00 


000000 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


Not One Cent Invested During the 
First Thirty Days 


That’s our confidence in the Feed Dealer 
to make a complete turnover of the 


 DOGFOOD 
| Perfection’serup 


In fact, repeat orders before the expiration of the 30-day 
period is the rule and an established business with a most 
desirable class of customers is the result. 


We supply everything for the initial display; 
circulars, samples, etc., and PERFECTION 
once sold, always means a repeat, generally a 
quantity makes up the second order. 


WRITE, TODAY, FOR PARTICULARS 
ABOUT THIS WONDERFUL OFFER 


PERFECTION FOODS CO. 


Dept. 22 MICHIGAN 


NUFACTORED 


A BATTLE CREEK 
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JAMES S. HILDERBRAND & 
SON, of Schenectady, N. Y., began 
construction of a complete feed mill, 
February 1. It is expected to be com- 
pleted in about six weeks. The mill 
consists of 10-1,200 bu. storage, 20” 
motor mill, one-ton vertical mixer, corn 
cutter, power shovel, and all necessary 
elevators and cleaning machinery. 


NEW JAY BEE MILLS 

J. B. Sedberry, Inc., of Utica, N. 
Y. and Chicago announces that it has 
recently installed Jay Bee hammer 
mills at the following stations: 

Farmers Co-operative Co., Cleghorn, 
Ia.; Wilshire Equity Exchange, Wil- 
shire, Ohio; Hutsonville Roller Mills, 
Hutsonville, Ill.; A. L. Kolb, Wau- 
seon, Ohio; Elevator Milling Co., 
Springfield, Ill.; Colchester Milling 
Co., Colchester, Ill.; Randolph Mills, 
Inc., Franklinville, N. C.; H. A. Row- 
land, Mound City, Mo.; Washington 
Co-operative Egg & Poultry Assn., 
Winlock, Wash.; Ramseur Milling Co., 
Ramseur, N. C.; Andrews Seed Co., 
Ontario, Ore.; Plainters Cotton Oil 
Co., Rocky Mount, N. C. 

Southard Feed & Milling Co., Kan- 
sas City, Mo.; Mt. Ulla Flour Mills, 
Mt. Ulla, N. C.; Valley Mills, Barbours- 
ville, W. Va.; Muller & Brockman, 
Clarksville, Ia.; Fischer Flour Milling 
Co., Portland, Ore.; Herbert Hawkins, — 
Paducah, Ky.; Andrews & Son, Wood- 
land, Wash.; Ashville Grain Co., Ash- 
ville, Ohio; William Steeb, Crown 
Point, Ind.; Miller Grain Co., Bain- 
bridge, Ind.; Charlestown Milling Co., 
Charlestown, Ind. 

J. O. Nash, Marble Rock, Ia.; Erwin 
Milling Co., Xenia, Ohio; Midvale 
Grain Co., Huxley, Ia.; U. S. Balbac, 
Warren, Ill.; Hutterische Bros., Tabor, 
S. Dak.; Peoples Grain Co., Ansonia, 
Ohio; W. H. Payne Grain Co.; Inde- 
pendence, Kans.; J. Geinger & Co., 
Jeffersonville, Ind.; Morris & Williams, 
Douglasville, Ga.; H. E. Robbins, Ag- 
ricola, Kans.; Akron Milling Co., Sioux 
City, Ia. 


| The | 
Hadden Grain Co. 


300 MITCHELL BUILDING 


4 4 YEARS IN THE 

GRAIN TRADE 

at MILWAUKEE 
ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 


| — 
‘ 
; 
pod) 
MACE 
Their Choice 
| 
4 


L. L. RUNKEL, Milwaukee, who 


retired from the grain business several The Feed Bag Is Your Pap ov, Help It By Boosting 


years ago, is on the west coast enjoy- so 


DEALERS! | 


Now is the time 


DOUGLAS RICHARDSON, man- OO 
ager of the Sussex Co-operative Co, 49 
Sussex, Wis., has been suffering with 22 


oo000000 


4 
a severe cold. oo to stock the 
Bo complete 


al 00 
WILLIAM CAUGHLIN of Cly- 53 


man, Wis., was a visitor at ‘Mibwacipee POULTRY SUPPLIES. co 
on Saturday. He was feeling “under OO 


the weather” but reports his business 64 

as being exceptionally good. CRY Keipper Cooping Co. 

T. H. MAIR of Morrisonville, Wis., 00 The New By-Pass Keipper Coal Brooder MILWAUKEE, WISCONSIN oo 

is convalescing from an illness which 000000000000 

has kept him from being his best for CO0000000090000d0302020d0d00d0d0d02d202b02d02d02b:b:0udgbnbnbbo0008d00d000d0d0dcu:d0bbnNgg 


the past sixty days. 


For twenty-five years 


Grain dealers have been securing a constantly improving 
insurance service, for in 1902 a mutual insurance company 
was organized “for, of and by” grain men. 


This service is available to dealers in allied lines--better 


by twenty-five years of experience than when it was first 
offered the grain shipper. 


What has been done by the country elevator owners in the 
way of better plants, better maintenance and fewer fires with 
a resulting lower insurance cost can be done by feed dealers. 
Toward that end you are offered the services of the 


Throw some Pearl 
Grit to your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
ite will be larger. 
Is C. A. McCOTTER, Secy. C. R. McCOTTER, Mgr. 


Py 810 Guaranty Buildi 300 Keeline Building 
Lime 


Hens need lots of lime to 
make eggs. Growing chicks 
% and young fowls must have 
| it if they are to grow and be 


ON MIXED CARS 


We Carry the Stock 
MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 


ng 
| INDIANAPOLIS, INDIANA OMAHA, NEBRASKA 


= 


Grinder 

Pearl Grit is made with sharp 

rinding edges which help the 
Rod get che most from its 
feed. It does what a smooth 
pebblecannot do in the grind- 
ing of the feed in the fowl’s 
gizzard. 


Send Your Dealers Name 
and 10c for Sample 


THE OHIO MARBLE CO. SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
— Ash Street PIQUA, OHIO GRIT. In fact, everything in the feed line. { 
Return this Coupon : 
Enclosed is 10c for Trial Sample POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
adeesfiens We ship C. M. & St. P., C. & N. W. and Green Bay & Western 


WRITE OR WIRE FOR PRICES. 


SEND IO CENTS FOR SAMPLE) 


This advertisement is being read by 
more than four and a half million 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
the benefit 
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OWL BRAND 
Cotton Seed Meal 


(The Standard Brand) 


F. W. BRODE CORPORATION 
MEMPHIS, TENN. 


| Queen Wheat Feed 


is NOT a manufactured 
feed but a Pure Wheat 
offal and consists of mill- 
run Low Grade Flour, 


~ WHEAT FEED Red Dog Middlings and 
| 
— CRUDE PROTEIN 15.7% = ran. 

CRUDE FAT - - 


\ 


4.6% 
CRUDE FIBRE - - 8.3% 
st. PAUL, MINN. —— 


Can furnish QUEEN in straight 


- Office 315 Corn Exchange ~~ or mixed cars with CHERO- 
MINNEAPOLIS, MINN: KEE PURE BRAN and CHE- 


ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town. 


TO INSURE SUCCESS 


HANDLE 


BADGER BRAND 


Selected Seeds 
nd 


SEED CORN 


THE LARGEST SELLER IN WISCONSIN 


L. TEWELES SEED CoO. 
MILWAUKEE -:  -: WISCONSIN 
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FARMERS ELEVATOR, Scarville, 
Ia., is erecting an addition and will 
install a feed grinder. 


HENRY RHYNER has purchased 
the flour and feed business of A. E. 
Brinkman, at Alma, Wis. 


WILLIAM DAW sustained an es- 
timated loss of approximately $25,000 
when his large grain elevator at War- 
renville, Ill., burned on January 19, 
Several thousand bushels of grain were 
destroyed when the elevator burned to 
the ground. 


CHARLES S. MORRIS of Berlin 
and John M. Hull of Markesan were 
among prominent’ Wisconsin feed 
dealers who attended the fertilizer con- 
ference at Fond du Lac on Wednesday, 
January 19. The conference was held 
under the direction of Griffith Richards 
soil extension specialist of the College 
of Agriculture of the University of 
Wisconsin. It was open to dealers and 
county agents of Fond du Lac, Green 
Lake, Sheboygan and Winnebago 
counties. Plans to supply the farms 
throughout the district with phosphate 
were discussed. 


MARTIN’S 
CALF FEED 


IS STILL THE BEST 
and HAS BEEN FOR 
25 YEARS. 


Write For Prices. 


MARTIN CALF FEED CO. 
MINERAL POINT, WISCONSIN 


GET BUSINESS BY MAIL 
of business facts and fig- 
ere and how many your 
prospects are, "3 000 lines of business cov- 
ered. Compiled by the largest Directory 
Publishers in the world thru information 
ined by actual. door-to-door canvass, 
Write for your FREE co 
R. L. POLK & CO., Detroit, ie. 
55 POLK DIRECTORY BLD 
Branches in Principal Gitte, 


| Join The New Feed Dealers’ Association, Today pe 
ire) } 
ee) ae 
ee 
| = ale 
(eel 
ap 
eS — The Owl on the Tag means Quality in the Bag < GE 
ee) 
~ > 
QUEEN 
| 
\ 
| 
| Freeh 
| 
| 
| \ ADNES 
Mailin 
| | List 
Catal og 
No.55 


“x 


Mention The Feed Bag When Writing Advertisers 
# L A S S I F I E D OOOOOOGOOOOOOOOOO0D0O00000000000000000000000000000000000 


oo ooo 
Service department for our read- oO 


D 


| ‘| co A Mi 1 Feeds = 
ers. Low Rates: 25¢ per tine;| American Mineral Feeds 
minimum $1.00. oo oo 
MACHINERY FOR SALE ik HIS will be a year for quality feeds, the increased = 
Elevator equipment for sale at Knowles, Wis. O10 volume of our business is proving it. oo 
ges buckets hopper a Satisfied trade is the kind that builds business. 

nd feed grinder. RING oo 

C Seo Finder. Avenue, Milwaukee. oo The feeders in your territory look to you asa dealer that will oo 
00 select for them the best feeds, the feeds that will make them the OO 
most profits from feeding, and your future business depends on 
what feeds you sell to them, select the AMERICAN MINERAL oo 
Established ten years - o. $75,000 annually. OO FEED LINE, and prosper. OO 
Write A-12, c/o THE FEED BAG, 86 Michi- OO 00 
PAYING BUSINESS FOR SALE ae AMERICAN MINERAL co., Monroe, Wisconsin ae 
50 bbl. waterpower flour and feed mill, strictly QO 
45 years, 40 acres 


family man, large present trade and good op- 
ortunity for further development of business. 
rite MAYFIELD MILL, Jackson, Wis. 


FEED BUSINESS WANTED 


Wanted to lease, good retail feed and grain 
establishment in either Wisconsin or Minnesota SHIPPERS OF 
Give particulars in first letter. 
rite W. G. H.-21, c/o The Feed Bag, 86 
Michigan Street, Milwaukee, Wis. 


GRAIN AND FEED BUSINESS 
FOR SALE: 25,000 bu. Elevator, 400 ton 
coal shed, Chicago Automatic Coal conveyor, 
Salt House and good Flour and Feed House, 


Electric power. Doing good business, A-1 loca- 

tion on M. & St. P. R. R. All buildings on 

privste ground. Write X-20, c/o THE FEED 
AG, 86 Michigan street, Milwaukee, Wis. 


MACHINERY FOR SALE bs AND OTHER GRAINS 


FOR SALE, at a reasonable price, one 6 bu- 


for GRAIN CO., Wau for POULTRY FEED 


kesha, Wis. 


DELMAR COMPANY 


«ELEVATOR CAPACITY -- 2,000,000 BUSHELG.... 


MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


502 Flour Exchange, MINNEAPOLIS, MINN. 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
west 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and aa 
future shipments. If 
you are not getting 
our quotations we are 


68 Booms At... ... 2.50 


3.50 
4.00 both losing. Send 


name for market let- 
ters. 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 
Quality and Service Guaranteed 


Three Blocks from Both Depots. 
Retail Center and Wholesale Toniar. 


W. B. CLARK, Manager 


= 
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Every Member Get A Member, That’s Our Slogan 


CEREAL GRADING 
ALLIS-CHALMERS | COMPANY 


GRAIN MERCHANTS 


Attrition Mills Orders for corn, oats, rye, 


barley, milling or feed wheats 


ie promptly filled. Try our re- 
Grind Any Feed cleaned 37 pound No.3 white 

oats. They will please your 
WRITE FOR BULLETIN 1229 trade. 


Operating Elevator “‘L’’ 
MINNEAPOLIS, MINN. 


Allis-Chalmers Mfg. Co. 
MILWAUKEE, WIS. 


CHARCOAL 
COD LIVER OIL 
DRIED BUTTERMILK 
PEARL GRIT 


Honesty. 
E.XCELLENT SERVICE 
RIGHT PRICES 


RELIABILITY Bag Lots -- Ton Lots 
INTEGRITY Dadmun- LaBudde 
(CUSTOMERS SATISFIED Company 

NORTH MILWAUKEE 
KNOWN WORTH 


100% FOR THE DEALERS ——— 


HERRICK FEED COMPANY, INC. 


WHOLESALE FEED SHIPPERS 


HARVARD :-: ILLINOIS 
PHONES 135 and 118 


Poultry Feeds 
100% PURE | 


| All A-C Feeds are made from | 
the best of Grain and Pro- 
| tein Concentrates. 


A-C BABY CHICK FEED 
A-C BABY CHICK MASH 


2.2.2. 
H 


2.2.2. 
2. 


Darling’s Meat 
Scraps, Tankage 
and Bone Meal 


rrr s se eee 


= you are handling thebest # A-C EGG PRODUCER 
Z =| it doesn’t cost you one $# A-C SCRATCH 


Ati 


F 


Guaranteed to produce results. 


cent more than the other 
kind. | 


the world produces--and 


WRITE FOR SAMPLES 


Darling & Company Wisconsin Milling 
& GRAIN CO. Union Stock Yards + Company 
+: MENOMONIE, WISCONSIN 
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ADOLPH SPENGLER was elected 
president of the Bonduel Feed & Light ; 


DOUGHBOY CHICK FEEDS 


ing of the corporation held last month. 
Other officers are: August W. Krueger, 
vice-president; Elmer Spengler, secre- 
tary; Chris. Bonnin, treasurer; and 
Henry Smith, director. 


use large amounts in our Chick Feeds. OAT 
GROATS are superior to any other feed for baby 
chicks. 


POULTRY YEAST FOAM and DRIED BUTTER- 
MILK are used in Doughboy mashes. Yeast 
Foam breakes down starches, increases digestibility 


Farmers Elevator, Phillips, Neb. 


We manufacture OAT GROATS (hulled oats) and 


HARVEY GOSSICK has acquired 
the interests of the Stuckey-Gossick 
Milling Co., flour and feed dealers at 
Fairfield, Ia. Mr. Stuckey is retiring 
because of ill health. 


which helps the chick to assimilate more vitamines 


H. E. TOFF has succeeded C. E. 
Coffey as owner and manager of the 
and proteins out of the feed. This makes big healthy 


chicks that are never sick. 


Before you buy get our samples and prices. 


FARMERS ELEVATOR  CO., 
Brandon, Wis., declared an 8 per cent | te t= a is BABY CHICK MASH 


dividend at its annual meeting held ) 


last month. Officers were elected as 
follows: H. J. Liner, president, Charles 
Gauger, vice-president; J. W. Foster, 

treasurer; E. F. Young, secretary; and i 
R. Kastein, Charles Gauger, A. F. | 
Krohn, H. J. Liner, J. W. Foster, P. | 
Kemink and E. F. Young, directors. 


FINE CHICK SCRATCH 
OUGHBOY COARSE CHICK SCRATCH 
i LAYING MASH 
te te SCRATCH FEED 


| NEW RICHMOND ROLLER MILLS CO. 


GIFFORD ELEVATOR CO., Ox- 7 NEW RICHMOND, WISCONSIN 
ford, la., is building an addition, 22 by — }}j\/) MIXED CARS ARE OUR SPECIALTY 


48 feet, to its warehouse. The new 
reom will be used for feed stcrage. 


E. J. KOPPELKAM 


GRAIN FUTURES | crow Crown Brewers 
Dried Grains 


373 Broadway 
PHONE BROADWAY 
| 


MILWAUKEE, WISCONSIN 4961 


Also all grades of Mill-feeds for both 
Member Chamber of Commerce Retail and Manufacturers trade. | 
| 


Phones Broadway 32, Broadway 783 


Get our prices on Corn, Oats, Barley 


usiness for immediate and February | | 
expands with | shipment. | | 

Printed messages | 

They are profitable | MERE Hi 

| 

ADTKE ORTSCH | | | | 

|| }~DONAHUE-STRATTON COMPANY || 

PRINTERS | MILWAUKEE | 
LITHOGRAPHERS il 

‘CORN GLI Cc. & N. W RAILWAY ELEVATORS 

344-346 MILWAUKEE STREET OIL CAKE MEAL "AT MILWAUKEE HI 

PHONE 1 076 MILWAUKEE, | | 

Broapway WISCONSIN 
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JOIN CAHILL FIRM 


J. M. Riebs, Jr. and his son, Arthur Corno HyGrade Oat Feed 
I. B. SWANSON CO. Corno Footing Oatmeal 
a G. J. Cahill in the Cahill Grain & Corno Rolled Oats 
Products Co., feed jobbers at Milwau- also Reground, Unground and Fine 


round Hulls 
kee. Elmer Paetow, who was a mem- 


Corn Exchange Minneapolis ber of the partnership until recently, Three Minute Covenis Co. 
is no longer associated with the busi- 
: GET MY PRICES—SAVE MONEY ness, having severed his connection to 
go into other work. The change in North American Seed Co. 
A. L. STANCHFIELD 
Carlots and Mixed Cars partnership will result in no change in Wholesale 
MEAL LETC. the name, Policy or location of the Field and Grass Seed 
502 Corn Exchange Bldg. Cahill Grain & Products Co. which _ Reed and Florida Sts. 
MINNEAPOLIS, MINN. will remain under the management of 


“Stand by Stan’”’ MILWAUKEE, WISCONSIN 


Mr. Cahill. Mr. Cahill has been in the 
grain and feed business for the past 


Consign Your Grain To a years and is well known to the IOWA MILLING CO. 
HENRY RANG & CO CEDAR RAPIDS, IOWA 


Shi 
MILWAUKEE PURL JENKINS has sold his in- en 
terest in the Rewey Warehouse Co., CORN and OATS 


Rewey, Wis., and the firm is now Coder Rapids Weights ond Grades 
Between Milwaukee and Chicago sted ii ‘ Get our prices—We can save you Money 
under new management. 


7 


The easiest way to uniformly 


E. L. PHELPS & CO. | MEIN LETHER | Goa Liver Olt and Year 
MINNEAPOLIS, MINN. to Poultry is through the New 
in eastern Wisconsin. Wri eae 
Manufacturers of rite For Proposition 
ORVILLE HAWKINS, who for- MILWAUKEE, WIS. 


merly operated a grist! mill at Union- 
ville, Ill, has opened a new feed store GET OUR PRICES ON 
Pure Crushed Oyster Shell | at Morrison, m1. 


ALFALFA 
For Quality, Price and Service Ask BEN U. DAVIS, Pewaukee, Wis., 


Us for Delivered Price when in the 


market. CARLOTS ONLY. has succeeded J. D. Jones as commis- 
COONS BROKERAGE Co sioner of agriculture of the state of NORTHERN HAY & FEED CO. 
MILWAUKEE, WIS. 23 ar CORN EXCHANGE, - MINNEAPOLIS, MINN. 
J. ERNEST McLAUGHLIN Minnesota Feed Company NEBRASKA CONSOLIDATED 
Certified Public Spaeentent (Wis.) MILLS COMPANY 
McLAUGHLIN and COMPANY Feed, Grain, Screenings 
Audits—Costs—Systems MILLERS OF 
1322 First Soo Line Write for Prices 
Mi lis, Min 
Grain ‘and Milling A\ Audits MINNEAPOLIS, BeTeER. Mothers Best Flour 


WRITE FOR QUOTATIONS LINSEED MEAL 
Maney Brothers Mille Elevator Co. DAIRY ALFALFA HAY 


FOR SALE CARLOTS 
Mixed Cars Shipped Immediately ° 
‘ GROUND FEED Write or wire for delivered prices. Linseed By-Products Co. 
Sacked Grain—Mill Feed Gouden: 34 CHAMBER OF COMMERCE 
1803-11 Minnehaha Ave.  MINNEAPGLIS, MINN. ALBERT MILLER & CO. 


MINNEAPOLIS, MINN. 
192 NO. CLARK ST., CHICAGO, ILL. 


BAGS BURLAP" OR COTTON BAGS 


Sellers and Buyers of 
BAGS OF ALL KINDS 


NATIONAL BAG MFG. CO. 
725-729 Washington Ave. S., 
MINNEAPOLIS, MINN. 


uals, 
uarantee 
by refund of “each 


MILWAUKEE Te ay}. 
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Established 1880 


PAINE, WEBBER 
& COMPANY 
Members 
NEW YORK STOCK 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 


MILWAUKEE 
E. J. Furlong, Resident Partner 


FEEDER’S 


Pulverized Flax and 
Grain Screenings 


15% PROTEIN 
8% FAT 


About $10 per ton under Bran 


M. G. RANKIN & CO. 


Chamber of Commerce 
MILWAUKEE -- WISCONSIN 


oo Spence are True Flax Screenings, 4 
15% Protein and 8% Fat—exception- 
ally well and finely ground—oily— 
oo sweet—packed in new printed burlap 5 
a bags. Let us send you samples. a 
OO 
Oo 

OYA Grain Screenings have prac- 5 

tically the same analysis and are equal a 

to other flax and grain screenings on 42 

the market. Royal sell at $4. 00 per & 


ton less than Spence. 


LABUDDE FEED & GRAIN Co. 
MILWAUKEE WISCONSIN 


Distributors for 


Darling’s Meat Scraps, Pearl Grit and that choice 
Cream of Corn Gluten. 


O 


00 


og 
oo 
oOo 
00 
oo 
00 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


DVERTISING 
PENCILS 


OF EVERY 
DESCRIPTION 


High 
Quality 


Let Us 

Quote 
and Submit 
Samples 


U. §. PENCIL CO, we. 


487 BROADWAY, NEW YORK, N. Y- 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 


y05 EPA’ 5 


100 LBS. NET | 


MIXED FEED 
SCRE ENINGS 


tic. 
Mi 


NOT 


low Gr 
ide Wheat Flour. Hard Wheat 
Wheat Screenings not exceeding 


I. S. JOSEPH CO., Inc. 


Minneapolis, Minnesota 
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Che feed Bag 


“The Dealers’ Paper” 


Vol. 3. No. 2. FEBRUARY, 1927 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. 
price—$2.00 per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Subscription 


Copyright, 1927, Editoral Service Co., Inc. 


LINSEED 


MEAL 


We want to quote 
every carload buyer 
of Linseed Meal in 
the territory served 
by Minneapolis and 
Superior Mills. We 
always have Lin- 
seed Meal to offer. 
Send us a post card 
today and we will 
wire quotations to- 
morrow. If you 
don’t know us, look 
us up. We have 
meal for quick ship- 
ment now. 


STUHR - SEIDL 
COMPANY 


Chamber of Commerce 


MINNEAPOLIS 


We Make 
SPENCE FLAX SCREENINGS 
LaBudde Sells 
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Deutsch & Sickert 
Company 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
| REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 

| Corn Germ Meal .. . 18% Protein 

Staley’s Perfect Protein Feed 33% Protein || 
Straight and Mixed Cars 


Feeds -- Grain -- Hay 
Alfalfa Hay 


a Specialty 


iL 


THE FEED BAG—FEBRUARY, 1927 


| 
| | 
| 
| i 
| 
Phone Broadway 1674 
— | 


PRODUCTS 


DAIRY FEED 
STOCK FEED 
HORSE FEED 
HOG FEED 
CHICK FEED 
DEVELOPER FEED 
SCRATCH FEED 
POULTRY MASH 


x 


ANN 


EGG MASH 


PROTEIN 
FIBRE 8% 
CARBON YDRATES 65%. 
in 
CANCREANO 


SS 


a 
_ SHICK- DEVELOPER-SCRATCH-MASH 
FN 
— : 


\ 
hl 
x 


ltt 


il 


has all the goodness that can be put into flour. The 
slight extra cost buys wonderful extra quality. 


Notice how long the bread keeps moist and fresh. 


CO. 


MINNEAPOLIS, MINN. 


ay 


